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GARAGE DOOR SETS 


N prosperous communities, where 
two-car garages are found, there 
exists a ready market for National 
Garage Set No 804. This set (illus- 
trated) is beautifully finished and at- 
tractively designed. It will add to 
the appearance of any garage. 


It brings doors tight against the 
jamb, making a perfect seal against 
rain, snow and cold air; and operates 
smoothly and quietly—a slight push 
and the doors are open; a slight pull 
and they are closed. 


This Set sells at a comparatively low price 
and sells easily. 


The five National Garage Door Sets furnish 
a complete stock which meets all demands. 


Our complete line of Builders’ Hardware is 
illustrated and described in the National 
Catalog. 


Send for it. Mail a postcard today. 


National Products 
Are Guaranteed 


Every article we produce is absolutely guar- 
anteed against defects. 


We know the material in our products, we 

know the workmanship in them, and have 
the greatest confidence in their serviceabil- 
ity. We want you to have that same confi- 
dence. 


Remember, we supply you direct, which 
means wou buy at a saving and sell at an 
increased profit. 


National Mfg. Company 


Sterling Illinois 
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The Community 
Hardware Co., 
Frederick, Md., 
Sold $4,000 
Worth of 
Athletic 
Goods Last 
Spring 





Number 15 


Contact with 
Associations 
Was Largely 
Responsible 
for Sales 
of Baseball 
and Tennis 


Goods 


Contact with Athletic Organizations 
Increases Sporting Goods Sales 


ERSONAL solicitation among 

the various athletic clubs in 

and about Frederick, Md., sold 
more than $4,000 worth of baseball 
goods, tennis goods, fishing tackle, 
and bathing suits last spring for the 
Community Hardware Co. These 
figures do not include business done 
in equipping entire teams with base- 
ball uniforms. The bulk of this busi- 
ness was done in baseball and tennis 
goods, as the nearest fishing or bath- 
ing is about fifty miles away. 

In Frederick, as in every other 
town where normal, healthy youths 
live, there are numerous baseball 
teams, tennis clubs and inter-town 
competitions. R. C. Murray and G. 


H. McGregor are co-partners in the 
Community Hardware Co., and one 
of these partners has seen the man- 
ager of every baseball team and every 
tennis club in the town. A visit has 
been made to each church, school, 
Sunday school, factory, store or club 
that supports either a ball or tennis 
team, or that goes in for track 
events. 

The success of this store in Mary- 
land is a good answer to anyone who 
asks “What can the hardware dealer 
possessed of limited space do with 
sporting goods?” We asked this 
question: of both Mr. Murray and 
Mr. McGregor. Each said in sub- 
stance that the hardware dealer could 
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do about what he wanted with sport- 
ing goods and could make a hand- 
some profit. 

We have reproduced on_ these 
pages a typical window display of 
the Community Hardware Co., and 
an interior counter display as well. 
From these pictures one can readily 
see that this store has but a limited 
amount of space available for sport- 
ing goods. The displays have been 
limited to a small space, and yet they 
are both complete and fairly attrac- 
tive. The interior assortment was 
placed near the front door to the 
right, so that customers would <ee 
these items when entering the store. 
An active young man, upon seeing 
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Here’s the way in which the Community Hardware Co. tells its story in a limited space 


the display, picks up a bat and makes 
a few Babe Ruth swings at the empty 
air. Mr. Murray regards this man 
as a first-class prospect to be quickly 
converted into a cash customer. The 
first approach says this Maryland 
dealer is to talk bats. If the pros- 
pect replies, “Well, I have a couple 
of good bats, but I suppose I should 
get a new glove,” he says that logic 
should help you swing from bats to 


gloves. At any rate, get to talking 
baseball, feel the prospect out, and 
if he is on a team get the names of 
the other players before he leaves 
the store. Find out the position he 
plays and show him the proper glove. 
Let him try it on, feel it and pound 
it. Then take his money. 

Working with individuals who 
come into the store does not always 
bring sales, but it always gives the 
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Community Hardware Co. an oppor- 
tunity to get a line on those who are 
playing on local teams and the team 
managers. Armed with this infor- 
mation Mr. Murray or Mr. McGregor 
calls upon the team managers and 
quotes a complete equipment outfit, 
consisting of a dozen bats, gloves 
and mitts for all positions, catcher’s 
masks and protectors, and any other 
items needed. The managers appre- 
ciate this attention, for they fre- 
quently are local business men who 
are managing teams for the fun they 
get out of it and have but little time 
to shop for equipment. A represent- 
ative of the local store calls, shows 
interest in the team and offers to 
display a picture of it in the window. 
He then prepares a list of necessary 
equipment at a price showing a slight 
discount from the list price. The 
price looks right to the manager and 
he places the order. 

The Community Hardware Co. 
has supplied uniforms for several 
teams in Frederick. One year the firm 
placed a sleeve monogram on each 
uniform free of charge when the en- 
tire team made its purchase through 
the store. Several teams made up 
at random in the town had no official 
headquarters. These teams were in- 
vited to make the Community Hard- 
ware Store their headquarters and 
many challenges by mail from neigh- 
boring towns came to the store. The 
first away from home game meant 
the purchase of new uniforms, bat 
bags, new bats, gloves and other 
equipment. Appreciation of the 
store’s courtesy clinched these and 
subsequent sales. 

Why not work closely with the 
athletic organizations in your town? 
They have money to spend for the 
goods you carry. Get together for 
the mutual benefit of all concerned. 


Signposts to Success :—Punctuality 





HE head of a large business organization once 
said that when he had an important com- 
mission to give to some one of his employees he 
generally chose a person of absolutely reliable 
habits rather than the genius of irresponsible 
habits, even though the reliable one possessed 
mediocre ability. He felt that the reliable one 
would be most likely to get the job done right. 
The same old story of the race between the tor- 
toise and the hare! Punctuality, then, is a busi- 
ness habit well worth cultivating. If you are 
a few minutes late in the morning and console 
yourself with the personal assurance that you 
work harder than anybody else in the department 
once you are there and that your sales volume 
should excuse a little tardiness, you are making 
a mistake. 
When you are tardy you start the day wrong, 


and not only for yourself but for those associated 
with you. The habit of being late, no matter if it 
is only a few minutes late, has a direct reaction on 
your own character. It is a sort of letting down, 
unconscious perhaps and unrecognized at first, 
but after a while you will find yourself taking 
this easy-going attitude to your job as a whole. 
The store opens at a certain hour in the morning 
and closes at a certain hour in the evening. You 
cannot stay over time and wait on customers or 
fix up stock, after the store is closed for obvious 
reasons. If you do stay you simply throw the 
end of some one else’s work day out of gear, and 
you are probably inconveniencing your own family 
in the arrangement of the evening meal. 

Learn the priceless habit of punctuality, of keep- 
ing your word, of making no promises that cannot 
be fulfilled. 
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Building Future Good 
Will with Marbles 


HE nation-wide interest that has 

been shown in marble shooting 
contests gives the alert hardware 
dealer in the smaller town an oppor- 
tunity to cultivate the boys and girls 
of his town. For the past two or 
three years a National Contest has 
been held in Atlantic City, N. J. 
Contestants from various cities have 
been sent by trade boards and similar 
organizations. As a leading mer- 
chant in your town you should look 
into the possibilities of a local marble 
contest and of the advisability of 
sending a contestant to the big 
match. 

C. T. Woodward, Carlinville, Ill., 
has already tried out the marble idea 
and has proven to himself that it is 
a big paying proposition. He says 
that already this spring he has had 
over 200 boys come into his store for 


marbles who had never before 
stepped inside the door. Mr. Wood- 
ward knows that selling his business 
to these youngsters will mean much 
for his business in the future and he 
is not only sold on the idea but very 
enthusiastic about it. .He says that 
boys are keen buyers and they will 
go where they can get the most for 
their money and he got the boys’ 
marble business because he gave 
them the right price and advertised 
it just so he could start the kids com- 
ing to his store. 

A bargain travels fast and at re- 
cess the first purchasers passed the 
good word around and then the rush 
for Woodward’s started. Now ask 
any boy in Carlinville where to get 
marbles or hardware and he will tell 
you to go to Woodward’s—that’s 
where he goes. 
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Recently Mayor Hylan of New 
York received the winner of the New 
York marble contest and decorated 
him with a medal for his skill. Here 
is a good idea for a local hardware 
store by starting a marble contest 
with suitable rewards for the win- 
ning shooters. Start something in 
your town and get the other business 
men interested in the youngsters who 
are the purchasing factors of to- 
morrow. 
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Getting the “Help” Out of “Dealer Helps” 


Some First Class Suggestions Regarding the Way to 
Use This Kind of Advertising 


only to those dealers who 

help themseives to the help 
provided by the ‘helps’.” 

This was the answer of a success- 

ful hardware man to the question, 

“What do you get out of the dealer 


helps the manufacturers are sending 


Bs spwrnaenel helps are useful 


' 


Ta S 
mR 





out these days?” And this man, 
whose name is available on request, 
has an enviable reputation in metro- 
politan circles as a hardware pub- 
licity man. 

But, strange to say, even this ex- 
pert, with his real appreciation of 
the way to use “dealer helps,” sees 
only one side of the picture. To him, 
“dealer helps” mean circulars, book- 
lets, blotters, electros, mounted 
samples of builders’ hardware. He 
overlooks, on the spur of the moment, 
one of the most powerful means of 
increasing his own sales that many 
manufacturers can and are furnish- 
ing to hardware dealers every day in 
the year. 

That means is counter, floor and 
window display material. 

In other words, the best of us can 
paraphrase our friend Coué’s expres- 
sion by saying, “Day by day, in 
every way, my horizon is growing 
broader and broader.” For our 
horizons must be broad to grasp the 


By Herbert L. Connelly 


full meaning of the possibilities in 
those words, “dealer helps.” 

Now, we understand, of course, 
that some so-called “dealer helps” are 
just about as helpful as a strap is 
to the proverbial quart of strap-oil. 
Some manufacturers are woefully 
misguided on this subject; others 
don’t care a hoot. But even in such 
cases, the former are open to con- 
structive suggestions while the latter 
can be disregarded. 


Getting Help from “Helps” 


Taking it for granted, then, that 
counter, floor and window display 
material must be in the mental pic- 
ture whenever the words “dealer 
hes” are uttered, we'll tackle the 
problem of how to get the help out of 
the “helps.” 

For a starter, we'll begin with 
counter, floor and window display 
material. This includes, of course, 
all sorts of display stands, contain- 
ers, racks, cut-outs, shelf strips, 
models, and cases, made of all sorts 
of materials, including wood, metal, 
cardboard, paper, cloth, leather, lino- 
leum, papier maché or glass. 

Would you use a_ background 
painted by Coles Phillips? Would 
you like your window cards illus- 
trated by Leyendecker? Would you 
accept, gratis, any high-class artist’s 
work, if it emphasized the satisfac- 
tion that would result from the use 
of your roasters or your files or your 
rope? 

Most assuredly well-lettered show- 
cards are good. They sell goods. 
But they’d sell more goods if they 
had good, well-planned illustrations, 
showing the use of your goods. 
And that is the strong point of good, 
present-day display material: high- 
priced artists’ illustrations—at no 
cost to you—planned, designed to 
help you sell more goods. Now, for 





handling this material—these high- 
priced helps that are furnished 
gratis. 

First—On its arrival, the piece or 
pieces of display material should be 
turned over at once to the “display 
manager,” “window trimmer” or 
“advertising manager” — whatever 
his title may be—for many a profit 
making display piece never gets by 
the receiving department. 

Second—The “help” should be 
card-indexed and placed in the “deal- 
er help file,” a special section, a room 
with conveniently arranged shelves, 
drawers or other easily accessible 
storage spaces. Then it can be found 
when wanted, and in Al condition, 
too. 

Third—This_ display material 
should be used, as suggested in the 
title, so as to make the most of it. 
Its function, primarily, is to get 
favorable attention, and we get at- 








contrast. The 


through 
greater the pleasing contrast with 
the aluminum or the tools in the 
window or in the store, the greater 


tention 


the sales possibilities. To say that 
a red and white card hung right next 
to red and white background is 
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“killed” is putting it mildly. And 
obviously a center panel upside down 
in a wooden frame background is 
useless. But those things happen 
daily, even though we all agree that 





they shouldn’t. Place the “helps” so 
their bright colors will attract at- 
tention to your goods, and remember 
that the attention value_of solid 
colors is rated thus under ordinary 
conditions: 


Yellow has 12 times the visi- 
bility of purple. 

Orange has 9 times the visi- 
bility of purple. 

Green has 7 times the visi- 
bility of purple. 

Red has 5 times the visibility 
of purple. 

Blue has 3 times the visibility 
of purple. 

Purple is used as the basis. 


Use This Material Again 


Fourth—Save all the good display 
material after its first showing, und 
use it again and again as often as 
you deem advisable. It is an inter- 
esting fact that the stores with the 
best reputations for variety in good 
displays are those with well-organ- 
ized “dealer-help” departments, 
where this form of “help” can be 
kept safe and sound when not in 
use; and they use them four to six 
times, too, depending on the degree 
of their attractiveness. In such 





stores, window and interior displays 
are changed with a minimum of ex- 
pense and labor. 

Turning now to the better known 
because older form of “dealer help,” 
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the circular, folder and booklet, we 
can find many a dollar of profit still 
tucked away in their pages, too. 
True, manufacturers do send 2000 
booklets when only 500 are ordered; 
some folders are far too large for 
the average sized envelope; some 
virculars would hurt rather than help 
any dealer who sent them to his 
trade. But looking at it construc- 
tively, we can say this: 

Unless absolutely hopeless in de- 
sign and execution, every such “help” 
that comes in can be used by the 
dealer with profit. 

For instance, the smaller leaflets 
make good “stuffers” with invoices 
and correspondence, two or three 
pieces usually being the most that 
can be mailed together under 2 cents 
postage. The larger sized folders 
and the heavier, thicker booklets, 
which naturally exclude themselves 
from use in your correspondence, can 
be wrapped with packages or can be 
handed direct to the customer. A 
— circular should be handed 
out Br mailed out every day in the 





week. No package should leave the 
store without one or more. 

Then, too, these “helps” should be 
so arranged as to be instantly acces- 
sible, so that, as one man suggests, 
when we sell Mrs. Smith an order of 
builders’ hardware for “rehardwar- 
ing” her house, we can hand her, as 
she leaves, literature on other mate- 
rial and fixtures that she should be 
in the market for at the moment or 
soon thereafter. 


Use These “Helps” 

Since these “helps” are meant to 
be used—and contain many potential 
sales—let’s use them. Lists of the 
circulars on hand, posted in different 
parts of the store, help to make sure 
that no chances for using this aux- 
iliary publicity are overlooked. 


Take Care of Electros 


As for electros, from the smallest 
cut to the elaborate plate, they de- 
serve better care than they usually 
receive. Once again, some are good; 
some not so good. But the good 
ones deserve proper protection. Keep 
them in cabinets with shallow draw- 
ers, or if they must be stored in 
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deeper drawers or on shelves, keep 
their faces covered with ample pieces 
of cardboard. And with the elec- 
tros, as with the circulars, let’s be 
sure that they are used. In this 
case, a card index of the cuts avail- 
able will be a great convenience for 
the advertising manager of the store. 

Velvet hangers? Cloth banners? 
Fiber wall-signs? Certainly, all 
good if good. 

But the best of the good ones sim- 
ply can’t work for you unless you 
give them the chance. A cheap, red 
and green hanger can annihilate the 
most attractive piece of lithography 
if the former is hung on the same 
nail over the latter. The help is 
there, if we’ll only take it. 

Last but not least in this article 
are the many racks, cases and cabi- 
nets that come under the head of 
“dealer helps.” But the problem 
here is not so great. The uses are 
more obvious. Because of their 
more substantial construction, these 
“helps” usually find their proper 
places without delay. And the result 
is more sales immediately. 


The Real 


But like any permanent sign which 
seems to fade away and become a 
part of the landscape, this form of 
help is sadly neglected after its first 
few days of use and sales are lost. 
Once more, use with a capital U is 
the answer. Those wrench-boards 
should be kept filled all the time. 
They should have prominence. The 
mounted builders’ hardware should 
be on view, constantly. The glass 
cases, likewise the metal stands and 
Jracks, can always stand at least a 
speaking acquaintance with soap, 
water and elbow grease. 

All of which means that “dealer 
helps’’—real “‘dealer helps’”—do help, 
if permitted to do so. That, of 
course, put it up to the dealer, a 
situation which is the reason for this 
article. 


Answer 





“dealer 
Let’s 


So, let’s use the 


good 
helps” that are furnished us. 
make the most out of the poorer 


specimens. Then we’ll be sure to get 
all the help that’s in them. 
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YWNHESE are the days in which 
| youth must rid itself of a lot 

of the surplus energy stored 
up through inactive winter months. 
Toys and wheel*goods are the best 
things in the world for the young- 


sters right now. Parents are busy 
with gardening and house cleaning 
and the children are just beginning 
to feel the freedom of out-of-doors. 
They should be as well equipped as 
the father who buys his seeds and 
garden tools at the hardware store 
or the mother who buys sweepers, 
floor oil, brushes, buckets and step 
ladders. 

A sale of garden tools or house 
cleaning merchandise should also 
afford an excellent opportunity to 
suggest toys and wheel goods for the 
youngsters. Nothing could be finer 
to develop.a growing child than a 
velocipede, roller skates or a coaster 
wagon. This is just the period when 
the youngsters are at a loss to know 
what to do with the spare time, and 
toys of all kinds as well as wheel 
goods solve this problem and perform 
a great service to the physical well- 
being of the child. 


he 





Why not put some coaster wagons, 
roller skates, velocipedes and other 
toys up with the spring garden tools, 
seeds and house cleaning merchan- 
dise, and make it a point to draw the 
attention of the children’s parents to 
them? Lay stress on the fact that 
good toys and wheel goods keep the 
children occupied and out of mischief 
as well as make them strong and 
hea:thy. 

A very interesting story is told re- 
garding two hardware merchants 
who were talking over their toy busi- 
ness at a convention. One man asked 
the other what his entire sales 
amounted to and he replied that he 
did in the neighborhood of $100,000 
a year and his toy purchases 
amounted to about $5,000. The 
other man said, “Your toy business 
is too small; it should amount to at 
least 20 per cent of your gross busi- 
ness.” At a later date HARDWARE 


AGE expects to give its readers the 
story of this man who has a very 
large business, 20 per cent of which 
is done in toys. 

It is such a small jump from toys 
to sporting goods that it is almost a 
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Start the 
Toy Sales 
Rolling 
with 
Juvenile 
Vehicles 





If a prospective customer is looking for 

something on wheels he’ll find it in this dis- 

play of the Keown Hardware Co., Houston, 
Texas 





fallacy for a hardware merchant not 
to take advantage of the splendid 
chance to increase his number of 
customers and his yearly profits. 

Did you know that nearly $36,000,- 
000 worth of American-made toys 
and games were sold in the United 
States in 1921? The records from 
the Census Bureau give these figures 
and they do not include sleds, roller 
skates or wheel goods. The business 
of American toy and game manufac- 
turers has increased 158 per cent 
since 1914. These are figures worth 
studying and it makes one realize 
that retail merchants got a profit in 
1921 of over $3,000,000 in toys and 
games exclusive of wheel goods, etc. 
Those are figures for American 
goods only. The value of foreign 
toys and games sold in this country 
has not been estimated and the actual 
profits taken by merchants in the 
United States during the year 1921 
are very much greater’ than 
$3,000,000. 

The figures for 1922 are consider- 
ably larger but no actual reports are 
yet available. Did you get your 
share of the profits? 
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The old method of 
merchandising toys 
has passed. The 
foreign manufactur- 
ers have not come 
back as strong as 
anticipated. Local 
markets or fairs of 
foreign goods do 
not play the part 
they formerly did. 
Today the merchant 





your foresight. 
them confirmed customers of yours. 
train them in the way in which they should go. 
toys are your best bait. 


Use Toys for Bait 


T’S only a short step from toys to sporting goods and from 

sporting goods to general hardware. 
and get them in the habit of coming to your store. 
they are older your sporting goods department will cash in on 
When they arrive at man’s estate you'll find 
Catch them young and 
You'll find that 





can buy his toys 

from his hardware jobber’s salesman 
at the American toy shows and from 
any number of American manufac- 
turers who specialize in real honest- 
to-goodness products and not the 
cheap, flimsy jimcracks of an earlier 
generation. 

The foundation for a toy depart- 
ment is already in every hardware 
store. The average person would as 
soon think of going to a bootblack 
for a pair of roller skates as he would 
of going anywhere except to a hard- 
ware store. The hardware business 
has established the wheel goods and 
roller skate trade and the two are 
linked inseparably. The department 
is already established and it is only 
necessary to add to the line and fill 
it out to get a full share of the mil- 
lions in profit that are being made 
each year. 

The Keown Hardware Co., Hous- 


ton, Tex., features wheel goods and 
toys. This firm’s line runs from the 
little tot’s toys and games to the 
sporting goods and ammunition for 
the grown boy. An _ illustration 
shows one of these windows devoted 
entirely to these goods. 

Reinhold Brothers, Milwaukee, 
Wis., keep a large and varied stock 
of toys the year round and maintain 
a regular toy show room on the sec- 
ond floor. In this same room they 
sell linoleum, curtain poles and fix- 
tures and fabric rugs. This firm 
carries a wide range of stock and 
one can appreciate what business in 
this line amounts to when so much 
valuable floor space is given to the 
display. Samples of a few of the 
items are kept down stairs on the 
main sales floor to arouse the inter- 
est of the customer who comes in for 
other things. The same method is 


Cultivate the children 
Then when 
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also used in showing 
linoleum. 

The Mohr - Jones 
Hardware Company, 
Racine, Wis., also 
carries a goodly 
stock of toys, games 
and wheel goods 
throughout the year. 
They go after this 
business just as ag- 
gressively as they 
do sales of vacuum 
cleaners and stoves, which means 
that it is not only a profit-making 
department but one that has firmly 
fixed itself in the minds of the buy- 
ing public. Only high-grade toys 
and wheel goods are sold. The toys 
are all educational or mechanical 
in construction and the firm stresses 
the amusement, health and educa- 
tional values in all its advertising. 

They feel that no other depart- 
ment in the store will bring in people, 
generation after generation, as do 
toys and wheel goods. 

Forecasts and prospects for this 
spring’s business in the toy, game 
and wheel goods lines are exception- 
ally good. The demand is unusually 
strong, and it is only a question of 
“getting on the band wagon” and 
riding with the parade. It requires 
no more effort to sell toys than any 
other hardware lines. 











Wheeled vehicles for the kiddies to ride, wheelbarrows for them to push and a wealth of other pleasure-makers are shown in 
this window of the Mohr-Jones Hardware Co., Racine, Wis. 
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“The Curtosily Crngle of Selling 


also put life into about as many sales as any 
one element that enters into selling. 

Every one is curious. If you don’t believe it, cover 
your show window with dark paper, leaving only 
a circular peep hole in the center. See how many 
people will stop and look through that opening. Then 
stand on a street corner and look intently up at some 
passing cloud. In less than five minutes there will be 
a crowd of people looking skyward that will block 
traffic. It is human nature to be curious, and selling 
is a mighty human transaction. 

Back in the hardware store where I received my 
early training we had a system of putting this 
curiosity trait at work in introducing new articles 
of merchandise. When a new piece of hardware 
came in, we would tear off a strip of wrapping paper 
and place the article on it, just as though we had 
started to wrap it up for some customer. Next 
we would make out a regular sales slip with the name 
of the customer, the article and the price in regular 
form. This we placed on the paper beside the article. 
Then we would go about our other work. Once I 
remember it was a new model plane that was used, 
and we arranged it with the slip as described, on the 
tool counter. When a customer came up to that 
counter, it was taken for granted that he came to 
see something in the tool line. The nearest salesman 
would greet him somewhat in this manner: ‘Good 
morning, Mr. Black, I'll be with you in just a 
moment.” That greeting displayed interest in him 
and held him until the salesman could finish with 
the sale he was making. Meanwhile the prospect 
noticed the plane on the wrapping paper. It was 
new to him and naturally interested him. Then he 
noted the sales slip with the name and price, and he 


(Uaioe pet 2 may have killed a cat, but it has 





This is the twelfth of a series of articles by Llew S. Soule written expressly for the retail 
salesman. The article for next week’s issue will be entitled “Why Some Sales Suggestions Fail.” 


unconsciously reasoned in this way: “Some one has 
bought this plane so it must have merit. He has 
paid the price indicated, therefore the price is prob- 
ably the proper one. I guess I’ll look it over.” 

He would pick up the plane and when he had it 
nicely in his hands the salesman would step up and 
say: “I see you are looking at that new Blank plane. 
It has some very practical features not found in 
the other models, etc.,” and he would launch into a 
selling talk. The conditions were ideal for making 
the sale. Curiosity had paved the way. It had 
created interest and overcome to some extent the 
matter of price. It had placed this article in the 
prospective customer’s hands and created a sense of 
ownership. In three cases out of five where the 
prospect followed the natural trend and picked up the 
plane a sale was made, although the prospect had 
come into the store with no intention of buying a 
plane. The plan worked equally well in other lines. 
During preserving time we tried it on preserve kettles 
and canning supplies, and often we demonstrated its 
possibilities on safety razors, flashlights and similar 
merchandise. 

There is one thing to remember, however. Never 
sell the customer the article that has been on the 
wrapping paper. That article is supposed to be 
already sold. Give the customer a new one out of 
stock. Another pointer is this: Don’t leave one 
article out too long. Try it for half an hour or an 
hour and then change it for something else. There’s 
money in other people’s curiosity, and it’s up to you 
to devise legitimate ways and means to get it. 
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Health Securities from “Connecticut 


Trout Preferred” 


John E. Bassett g Co., New Haven, Conn., Evolves 
an Idea to Increase Fishing Equipment Sales 


ferred.” So we read it in a circular 
recently distributed by this hard- 
ware firm. The title of the circular 
is “Investment Opportunity Extraor- 
dinary.” We would change it to 
“Dealer Advertising Extraordinary,” 
for this announcement sent out to 


fishing tackle department of 
The John E. Bassett & Co., 
New Haven, Conn., will offer the 
people of New Haven and environs 
health and happiness securities 
known as “Connecticut Trout Pre- 


Ks: the next three months the 





The John E. Bassett & Co. 
SPORTING GOODS 


754 Chapel Street New Haven 


INVESTMENT OPPORTUNITY EXTRAORDINARY 


Free of Income Taxes 


AN OFFERING OF 
Connecticut Trout Preferred 





will be made from April Ist to June 30th, 1923 


DENOMINATIONS - - - Six inches and upwards 


ISSUE LIMITED As this issue is limited no purchaser is allowed to subscribe for more than twenty in any 
one day. 
Offers must be made with hook and'line and must be accompanied by the owne I ipped 
with rod, reel, creel, bait or other liquid assets. . ’ sao 


The right to eject or reject any offering that has a disagreeable taste is reserved for every trout. 


PROPERTIES The property covered consists of a first lien on all the unposted streams, ponds or lakes in the 
State of Connecticut. 


GOVERNMENT SUPERVISION The Stock is carefully supervised annually by a State Commissioner but 
Dividends are exempt from all normal income and surtaxes. 


INTEREST in this investment has been maintained for many years and is INCREASING ANNUALLY. A 
defailt in interest is impossible. 


DIVIDENDS are Guaranteed and Cumulative, payable annually in person only to the owner of the Investment. 


RATE According to Stockholder’s luck, knowledge, experience and expertness—but must not exceed the 


limit above referred to. 


ADDITIONAL EARNINGS may at owner’s option, accrue in various forms: Increased appetite, dead-to-the- 
world sleep, camp fire stories, camp fire songs, sunshine, sunburn, beautiful scenery, and congenial 
companionship. 

DIVIDENDS paid in Companionship carry a CONVERSION PRIVILEGE, as owner may, without expense, 
convert same at date, par for fe into BONDS OF FRIENDSHIP, the highest form of Security 
known. These Bonds can be ISTERED with Satisfaction, and at his death, devise to his heirs 
as Bonds of Memory. 

A SURPLUS has already been accumulated far in excess of possibl i : its impairment is i ible. 
It is invest in Sunrises, Trackless Woods, Shadowy Trails, Sparkling Waters Geugeons Henestn 

M - ees trae and other similar forms entirely acceptable to Life Insurance Companies 

as A 





We unqualifiedly recommend as a profitable investment 
CONNECTICUT TROUT PREFERRED 
especially for those who, for the past six months, have wasted their time working. 


THE JOHN E. BASSETT & CO. 
Health and Happiness Securities 
FISHING TACKLE DEPARTMENT 
754 Chapel Street 314 State Street 
NEW HAVEN, CONN. 


‘The statements contained in this circular, while not guaranteed, are based 
0 information and advice which we bellove crourete and reliable. 








several hundred fishermen is 
exceptionally unique piece of adver- 
tising calling attention to the ample 
stocks of fishing tackle, rods and 
reels handled by John E. Barrett & 
Co. Its entire layout and phraseol- 
ogy is modeled from the approved 
and more or less standard form of 
announcement pertaining to alleged 
good stock investments. We have 
reproduced this pamphlet on this 
page and suggest a close reading of 
the wording by every reader of 
HARDWARE AGE, 

In addition to this announcement 
the Bassett firm has sent out an 
eight page folder on tide tables for 
New Haven for the period April 1 
to November 30, 1923. In addition 
to this data on tides are a few im- 
portant abstracts from the Connec- 
ticut State Fish Laws as enacted in 
1922. One page is devoted to fishing 
tackle items handled by Bassett and 
another to sporting goods items 
carried. 


an 


Analyze Your Own Section 


Your State has its own fish laws. 
These you can obtain from the near- 
est warden or from your State 
capitol. A reprint including the per- 
tinent points of necessary observance 
combined with data on the tides at 
local fishing places would help adver- 
tise your fishing goods department 
in a complete way. 

Why not analyze the fishing oppor- 
tunities in your district? Size tp 
the situation and prepare a good 
window display that will attract the 
attention of all those who enjoy fish- 
ing. Put in a wide variety of stock 
so that local enthusiasts will know 
that your department carries every- 
thing that they will need. Put in a 
show card suggesting that each man 
in the town get out his fishing tackle 
for inspection, so that when off days 
come along this equipment will be 
ready for use. Offer your services 
in replenishing worn out parts or in 
the supplying of new outfits. 

Make some human interest appeal 
in selling and advertising fishing 
goods, for the reason that he who 
fishes is usually decidedly enthusi- 
astic on the subject and if you catch 
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Live native fish swimming in a tank arouse fishing equipment interest for John Wills of Netcong-Stanhope, N. J. 


him right in your sales copy or talk 
you have his money pretty quickly. 
Good fishing in your district does not 
mean anything to you commercially 
unless you are selling plenty of good 
fishing tackle at a good profit. 


Real Fish on Display 


Following one of the main routes 
from New York City to the Dela- 
ware Water Gap you pass the com- 
bined. towns of Netcong-Stanhope, 
N. J. This little village is situated 
in the center of an unusually good 
fishing section. There are six well 
known fishing ponds within a five 
mile radius of the store of John 
Wills, and, believe us, Mr. Wills 
knows how to fish and knows exactly 
what the real fisherman needs. To 
attract attention Mr. Wills has built 
a large, glass fish tank in one of his 
windows. This tank measures ap- 
proximately 8 ft. long, 4 ft. wide 


and is about 6 ft. in height, allowing 
water of about 4 ft. 6 in. in depth. 


This Brings Real Business 


This tank is kept in the window 
from about April 1 until late Sep- 
tember, which comprises_the full 
fishing season. Mr. Wills has gone 
to each of the six nearby fish ponds 
and obtained live specimens of the 
fish found in them. These fish, about 
ten in number, swim about the tank 
and attract many passersby. People 
on the way home from the movies 
will walk by the Wills hardware store 
just to see the fish sporting about. 
A small card invites interested peo- 
ple to come in and learn about the 
various varieties of fish and where 
they may best be caught. Naturally, 
those who come in are quickly in- 
volved in an inspection of tackle and 
rods which they would like to pos- 





sess. Leave it to Mr. Wills to sell 
many of them. 

Roughly speaking, Mr. Wills sold 
about $3,500 worth of fishing goods 
last year and incidentally disposed 
of a carload of canoes in the bargain. 
Netcong is not far from Lake Hopat- 
cong, which is a well known summer 
resort and the main road to this 
place passes Wills store, but few 
fishing fans pass it by. In fact the 
non-fishing individual can hardly 
pass this window while the ten hard- 
working fish are putting on a first 
rate moving display. This store 
does a large trade with transient 
fishermen who come from the bigger 
cities without their equipment. This 
type of customer is perhaps the 
easiest kind to handle. He has 
nothing but a desire to fish. He will 
want information on local fishing 
possibilities and will need a full 
outfit. 


Make Your Phone Bring in Business 


HE volume of sales made by tele- 

phone is usually very large each 
year with the really big stores, and 
this should also be proportionately 
true of the small stores. The large 
stores have some one in charge of 
telephone orders, so that they are 
able to gage pretty accurately what 
the actual volume is at the end of 
each year. 


The average small store keeps no 
records of this kind, and the volume 
of telephone order business done is 
a hit or miss, accidental sort of 
thing. Now is a very good time to 
change that. Keep an accurate list 
of orders that come in over the tele- 
phone, and if you find that the num- 
ber is smaller than you feel it should 
be, devise some means of making a 


direct appeal for such business to 
your customers. 

In your circular letters outlining 
special merchandise as well as in 
your newspaper advertising empha- 
size the fact, where possible, that 
telephone orders are given careful 
attention, etc. It is making every 
edge cut that counts in the long run 
of present day business. 
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View of the front of the new 
Chandler & Farquhar Co., 
250-260 Devonshire St., Bos- 
ton, Mass. 


Boston Store Moves Half Million Stock 
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Starts Customers’ Club and Tool School 


ISTORY is still being made in 
Boston in spite of the claims 
and achievements of the 

Western progressives. Enterprise 
has no geographical limitations, 
and new ideas still grow in old 
places. 

To prove this generalization we 
submit the following facts: 

Chandler & Farquhar Co., known 
as hardware specialists from the 
“Hub City” in Massachusetts to the 
Twin Cities in Minnesota, moved 
half a million dollars’ worth of 
hardware, several thousand dollars’ 
worth of fixtures, 125 employees, 
forty years of prestige and an in- 
calculable amount of good-will, 
from 32-38 Federal Street to 250- 
260 Devonshire Street, Boston, 
Mass., in the short space of ten, 
cold February days in this year of 
grace, 1923. 

Besides that, this firm has con- 
solidated and enlarged its metal, 
sales and radio departments, estab- 





lished a Customers’ Club, and 
started a Tool Users’ School where 
the products sold by the firm are 
demonstrated weekly. 


Employees Consulted 

The reason for moving was sim- 
ple. It was made necessary by the 
expiration of the old lease, crowded 
quarters, business growth and 
changing conditions in the city. 
The matter was placed before the 
advisory committee of the company 
composed of twenty-four employees. 
The committee recommended to F. 
Alexander Chandler, president of 
the firm, that the question of loca- 
tion be submitted to real estate ex- 
perts for proposals and advice. 

Incidentally, it should be stated 
here, that the Chandler & Farquhar 
Co. is a hardware firm that spe- 
cializes in all kinds of mill and fac- 
tory supplies, and as such maintains 
the policy of employing only spe- 
cialists. The committee’s recom- 


mendation, therefore, was acted 
upon and three different locations 
were presented for selection. Fi- 
nally, the Devonshire Street site 
was chosen. Two floors and base- 
ment in the Hunnewell Building, 
facing Winthrop Square, were 
leased, only a short distance around 
the corner from the old Federal 
Street address., 

Stearns & Brophy, architects, 
with offices in New York and Bos- 
ton, were retained to draw the 
plans for the new store. These 
plans were prepared and the store 
laid out by departments, the em- 
ployees in each department being 
consulted regarding the specifica- 
tions and lay-out. 

Moving day, among other things, 
emphasized the cosmopolitanism of 
present-day Boston. Nova Scotian, 
Irish and French-Canadian carpen- 
ters were still at work in the store. 
Swedish truckmen, with Italian and 
Negro helpers, started to move the 
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stock and fixtures. A Jewish tenant 
who occupied a section of the 
building into which the Chandler 
& Farquhar stock was being moved, 
was temporarily delayed by a Chi- 
nese tenant in another building. 

Five auto trucks and sixty big 
packing cases mounted on castors 
were used to move the merchandise. 
Key charts previously drawn were 
consulted so that every item moved 
out of the old store was marked and 
assigned to specific bays, aisles and 
shelves in the new store and stock 
room. As a result there was no 
serious confusion, and nothing was 
misplaced. 


Vestibule Entrance 


The new quarters occupied by the 
Chandler & Farquhar Co. dominate 


Winthrop Square. The exterior im- 
pressiveness of the store is_ in- 
creased by its four large plate glass 
windows, its Verde antique marble 
front and its vestibule entrance with 
tiled floor and zinotherm wall cov- 
ering that looks like soap stone, but 
which is a composition fireproof and 
washable wall board, five-eighths of 
an inch in thickness and of proved 
durability. 

The store is five steps above the 
vestibule. It is a great, square, 
high ceiling room, well lighted and 
laid out with unusual effectiveness. 
The panels, woodwork and cases are 
of quartered oak. The center aisle 
is flanked on both sides by display 
cases and cabinets, and from the 
two side aisles rise the great wall 
panels and cabinets displaying an 
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infinite array of mechanical tools, 
supplies and equipment for every 
hardware requirement of modern in- 
dustry. 

At the far end of the main sales 
floor is a wide balcony occupied by 
the cost, price and billing depart- 
ments, the president’s office and the 
telephone switchboard. Beneath 
this balcony are the city sales desk, 
sales department and the receiving 
and shipping rooms with an en- 
trance on Federal Court off 121 
Federal Street. 


Customers’ Club 


Returning to the vestibule, a 
staircase leads to the radio depart- 
ment and the Customers’ Club. This 
club, though still in its early stages, 
has already developed into a serv- 





ice department for schools and fac- 
tories. Specialists explain, demon- 
strate and develop the use of tools, 
machines and radio equipment for 
all types of people, trades and pur- 
poses. 

A reading room constitutes part 
of the club, where customers may 
sit and read the latest books and 
magazines on radio, tools, machin- 
ery and scientific and industrial 
subjects. Hardware and electri- 
cal trade papers are also placed at 
the disposal of customers. At one 
end of the radio room is a thor- 
oughly equipped experimental sta- 
tion, where a customer is at liberty 
to try experiments that he may not 
be able to attempt at home. 

One of the technical experts in 
the radio room is Miss Rachel M. 
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Thompson, a woman of technical 
training and wide experience. She 
is a licensed telegrapher and radio 
operator, the first woman graduate 
from the Boston Radio Institute, 
and one of the few women instruc- 
tors in the country who has had 
practical factory and laboratory 
experience. We hope to be able to 
write in more detail about Miss 
Thompson at some time in the near 
future, but at present the limita- 
tions of space and subject restrict 
us to this casual and parenthetical 
introduction. 

Going downstairs again to the 
vestibule, two staircases, on either 
side of the steps that lead up to the 
main store, descend to the base- 
ment. But on returning to the 
main store from the radio depart- 


HOWING the 

baleony cases, 
gravity chute and 
electric dumb 
waiter. The 
cases occupy a 
point of vantage 
while the chute 
and dumb waiter 
connect with the 
stock room on 
the second floor 


ment, on the way to the basement, 
attention is arrested by a demon- 
stration counter and display at the 
foot of the stairway that leads to the 
second floor. The purpose of this 
demonstration booth is for factory 
representatives to show customers 
the minute details, the new prod- 
ucts, and the special points about 
their lines. A new demonstration 
is planned for every week during 
the next few months, and it is ex- 
pected to have practically every 
line that is-carried by the company 
fully demonstrated during the year. 

Continuing to the basement the 
customer finds the metal and heavy 
hardware departments. Fast, high 


power cutting machines are there 
for cutting tubes, sheets and rods 
according to order. 


A special room 
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At the left is seen a demon- 
stration window showing a 
display of Starrett tools. 
Below is a display of Morse 
products with a typical New 
Bedford whaling ship in 


miniature in the foreground 
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Above is a window dis- 
play of Goodell-Pratt 
machines in motion op- 
erated by General Elec- 
tric Co. motors 


Above is shown one of the 
firm’s interesting displays 
devoted exclusively to radio 
equipment. At the left we 
find a window display of 
Stanley frames and _ tools 
showing model of the original 
New York Central engine ex- 
hibited at the World’s Fair 
in 1893 
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A section of the right side of the store viewed from the 


is devoted to vises of all styles, 
sizes and shapes, and another room 
is used exclusively for rope and 
wire cable. Oils, greases, pulleys, 
belting and heavy supplies for every 
conceivable factory use are concen- 
trated on this floor. 


Stock Room and Chute 


Returning again to the main 
store and ascending a staircase in 


the rear, the observer is taken to 
the stock room on the second*floor. 
All surplus stock is carried there 
except the heavy supplies, which 
are in the basement. Some idea of 
the quantity of stock carried may 
be obtained when it is understood 
that 100,000 ft. of lumber was used 
to construct the huge partitions, 
bins and shelves that rise from floor 
to ceiling in a room of warehouse 
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center aisle 
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proportions. Roller ladders are 
used in every aisle, and the stock is 
all cataloged and indexed so that 
whenever a call is made from the 
main floor for some article, from a 
box of screws to an abrasive wheel, 
it is immediately accessible and 
sent below by means of a steel 
chute that connects with the main 
floor near the city sales desk. Be- 
side this gravity chute is an elec- 
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Part of the main sales floor showing stock displays of standard gears and tools 
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tric dumb waiter, which is used to 
exchange articles and for sending 
small items from the main floor to 
the stock room. 

On another part of the same floor 
are the purchasing, advertising and 
mailing departments, the men’s and 
women’s locker rooms, the store 















A T the right is 

seen an ex- 
ceptionally com- 
plete assortment 
of cutters’. and 
fine machinists’ 
tools. These are 
displayed behind 
sliding glass 
doors and are 
seen to advan- 
tage under these 
conditions 


hospital, the general offices and the 
bookkeeping department, where the 
cashier, free from distraction and 
interference, makes change and 
sends it back to the store in little 
overhead electric carriages. 

Some mention should also be 
made about the mechanical aids 
that are used in the Chandler & 
Farquhar Co. store. Of course, 


billing typewriters, statement ma- 
chines, comptometers and adding 
machines are extensively used. 
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There are also a fifty station, auto- 
matic telephone switchboard, and a 
special electric call system to call 
people to the nearest telephone in 
connection with the store’s general 
telephone switchboard. This is 
used in the following way: If a call 
comes in for Mr. Chandler, for in- 
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stance, and he is not in his office, 
the operator at the switchboard 
presses a switch which starts a pe- 
culiar sounding bell ringing in all 
parts of the building. Wherever 
Mr. Chandler happens to be at the 
time, the minute he hears his spe- 
cial bell, he steps to the nearest 
telephone and takes his call. A dif- 
ferent toned bell is used for each 
executive of the firm. Time, energy 
and patience are saved every day, 
Mr. Chandler says. 
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As business stimulants, aside 
from a Customers’ Club, demonstra- 
tions, window displays and similar 
helps, the Chandler & Farquhar Co. 
advertises extensively in the Boston 
newspapers, issues an annual cata- 
log containing more than 1140 
pages, mailed out in lots of 10,000 





BR 
Tas 
| 





At the left is 
| seen a Brown & 
\ Sharpe cutter 
‘ demonstration on 
the main sales 


floor of the store 


to schools, machinists, factories and 
mill supply houses, as far south as 
Florida and as far west as the Mis- 
sissippi River. Every article carried 
in stock is shown and described in 
the catalog. 

Recently the firm issued a radio 
catalog, containing charts and dia- 
grams, illustrations and descrip- 
tions of material as well as compre- 
hensive information about some of 
the technical aspects of the sub- 
ject. It also issues a monthly house 


organ known as the Chan-Farco 
Beacon, which has a wide circula- 
tion. When it moved to its new 
quarters the firm took a two page 
spread in the Boston Sunday Her- 
ald, which is said to have been the 
first time that any hardware firm 
ever advertised so extensively in a 
Boston newspaper. The_ results 
have already begun to show in the 
number of visitors to the new store 
and by the increase of new cus- 
tomers. 

The Chandler & Farquhar Co. was 
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founded in 1882, and its 
business is said to have 
grown more during the 
past ten years than it did 
during the first thirty 
years. The reasons are, 
of course, obvious. 
Manufacturing has _ in- 
creased, more aggressive 
selling methods are now 
used, greater facilities 
have been developed and 
the firm has broadened 
its channels of service. 
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At the left is an auto ac- 
cessory display case while 
below is shown a section 
of the “Norton” stock, 
The pillars are of alun- 
dum and crystolon 


At the left is 
a sectional 
view of the 
firm’s radio 
department on 
the second 
floor, At the 
extreme right 
is seen the 
library de- 
voted to radio 
and other 
technical sub- 
jects 
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Progressive Block in Congress Will Attempt Radical 


Tax Legislation—Would Restore Obnoxious 


Excess Profits Levy 


gressive Bloc in the House of 
Representatives a few days ago 
announced that a careful survey of 
the membership in the new Congress 
showed sixty progressives, or -very 
much more than a sufficient number to 
control the balance of power between 
the two old-line parties. Following 
this statement comes a much more defi- 
nite announcement that the progressive 
element in both House and Senate has 
framed a radical tax revision program 
for which it will fight tooth and nail 
until victory perches on its banner. 
Viewed from any business standpoint 
this is bad news. Briefly, it means the 
constant obstruction by the Progressive 
Bloc of the entire legislative program 
of both Houses which, as framed by 
the majority, is not now intended to 
include any important changes either 
in the internal revenue or tariff laws. 


"Tex chief statistician of the Pro- 


A Radical Program 


The program of the progressives is 
no mere vague category of principles. 
It has been carefully worked out by 
Representative Frear of Wisconsin, one 
of the most active members of the 
Ways and Means Committee, and is 
understood to have been approved in 
all its essentials by Senator La Follette 
of Wisconsin, an active, not to say bel- 
ligerent, member of the Senate Finance 
Committee. Here are the chief items 
in Mr, Frear’s revision project: 

Restoration of the excess profits tax, 
but with a lower rate than formerly in 
the lower brackets, but a heavier tax in 
the higher brackets. 

Imposition of a retroactive tax on 


WASHINGTON, D.C. 
April 9, 1923 
By W. L. CROUNSE 


undistributed earnings of corporations. 

An increase in existing taxes on in- 
heritances. 

A tax on gifts to prevent evasion of 
estate taxes. 

Abolition of the secrecy now required 
by law in the case of tax records and 
proceedings. 

But this is not all. The progressives, 
according to Mr. Frear, are to get be- 
hind the measure, discussed during the 
last Congress but not acted upon, pro- 
viding for the submission to the State 
Legislatures of a constitutional amend- 
ment making it possible for the Gov- 
ernment to reach tax-exempt securities 
issued by the States, counties an:] 
municipalities. In addition, another 
amendment will be offered clearing the 
way to the taxing of stock dividends 
which the United States Supreme Court 
has declared to be illegal. 


Mr. Frear Talks of His Plans 


In explanation of the work upon 
which he is now engaged, Mr. Frear 
makes this ominous statement: 

“Tentative bills will be ready for 
submission to the progressive group 
and members of Congress, regardless 
of party, who feel the need of definite 
legislation to meet wholesale invest- 
ments in tax-free securities and in 
stock dividends that are destroying the 
effectiveness of the income-tax law. 
Over $20,000,000,000 invested in tax- 
free securities and stock dividends pay 
no personal income tax today. When 
estimates for Government purposes 
were made these wholesale tax eva- 
sions were never anticipated. 

“The high prices and profiteering 


disclosed by recent corporation melon 
cutting is an aftermath of war in 
other countries as well as our own, but 
with a $22,000,000,000 debt to pay and 
annual expenditures four times what 
they were ten years ago, taxes must 
be levied to meet the Government’s 
needs and must be paid by those best 
able to do so. To this problem is added 
unheard-of tax evasions not met with 
in other countries.” 

I doubt, however, if any one in 
Washington believes that the  pro- 
gressive program will be adopted in 
anything like its entirety. If, however, 
the fact is ‘borne in mind that in both 
Houses of Congress a compact faction 
of irreconcilable radicals will be fight- 
ing morning, noon and night for the 
adoption of this drastic legislation, it 
is easy to see that the Progressive Bloc 
must be reckoned with. 

If any one has been disposed to sym- 
pathize with President Harding be- 
cause of the difficulties he has encoun- 
tered in the past in his efforts to keep 
Congress within rational bounds, he 
should reserve his fears. Next winter 
the President will consider the trou- 
bles of the past negligible indeed. 


Transportation Problem to Be 
Discussed 


A close-up view of the effect of 
freight rates on manufacturing costs 
in fabricated production will feature a 
special group session to be held in New 
York, Tuesday, May 8, as a part of 
the eleventh annual meeting program 


poner 


(Continued on page 96) 
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Departmentized Advertisements and 
How to Plan and Prepare Them 


FEW days ago the writer of this est range of appeal. It is also neces- enables you to make your ad sort of a 
article was talking to the adver- sary when planning departmentized store talk. 


tising manager of a prominent 
hardware store and the subject dis- 
cussed was departmentized hardware 
ads. We have long advocated this type 
of ad, and, naturally, our stand was 
decidedly in favor of its greater use. 
The hardware advertising man told us 
that his employer had come to see the 
value of the departmentized ad through 
actual results produced. 

Some dealers will ask “What is a 
departmentized ad?” It is to answer 
this question in a practical way that 
we have prepared this article and the 
three sample departmentized ads. 


Covering a Wide Merchandising Field 


A departmentized ad is exactly what 
its name implies. It is a grouping of 
items from one department of a hard- 
ware store. As we pointed out to our 
hardware advertising friend the de- 
partmentized ad covers as much ground 
as the proverbial jack rabbit. In 
other words, it is many ads in one and 
through the use of a number of de- 
partmentized ads every month the 
hardware dealer can turn over his 
stock, in advertising, as it were, in a 
much shorter space of time than with 
the exclusive use of the single item ad. 
We do not advocate, however, the ex- 
clusive use of the departmentized ad. 
It is necessary to vary the appeal of 
your publicity and one of the ways of 
doing this is by means of the single 
item ad. 


Planning Departmentized Ads 


To use departmentized ads success- 
fully they must be planned and pre- 
pared carefully. In planning the ad 
choose items which when united in one 
piece of publicity will have the great- 


ads to be very sure to keep them sea- 


sonable. 


This will apply more to some 
ads than to others, of course. Then 
it is usually a good plan to have a gen- 
eral sprinkling of prices. 
however, 
prices. 


We have, 
shown a sample with no 
This is good occasionally, as it 


Preparation of Departmentized Ads 


In preparing the departmentized ad 
always make use of briefly written but 
interesting copy. Our three examples 
will give you a practical idea of just 
what we mean by this. 











JONES HARDWARE COMPANY 





Offerings in Our Housewares Dept. 








Vacuum Cleaners 
A good vacuum 
cleaner takes the 
drudgery out of 
cleaning rugs, carpets 
and hangings. 

000 up 


Clothes Hampers 
Fine quality willow 
cléthes hangers with 
oval tops and in tri- 
angular shape _ for 
small corners. 

$000 


Step Ladders 


These may be used 
both as stool and step 
ladder. A_ necessity 
in housecleaning 
Built to last. 

$000 





Aluminum Ware 
A full assortment of 
shapes and sizes at 
prices which will 
make you want to 
complete your equip- 
ment. $000 up 


Clothes Racks 
Folds away in small 
space when not in 
use. Made well—will 
last for years. Spec- 
ially priced. 

$000 


Electric Devices 
Toasters, irons, grills, 
washing machines, 
ironers, anything you 
want. that is run by 
house current. 





Clothes Wringers 
These wringers are 
built to last and give 
continuous good ser- 
vice. They are guar- 
anteed for three years. 

000 up 


Ironing Boards 
It doesn’t pay to tear 
clothes on a _ cheap 
board. These boards 
in metal or glass will 
give you perfect sat- 
isfaction. 


Mops, Pails, etc. 
Just to remind you 
that you can get any- 
thing in the line of 
mops, pails, brushes, 
wringers, etc., here. 








“Everything in Housewares” 











This housewares departmentized ad is planned to unite an offering of both small items 


and the higher-priced specialties 





The copy 
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JONES HARDWARE COMPANY 
Offerings in Our Auto Supply Dept. 

















Tires and Tubes 


Tire prices are ad- 
vancing. Make your 


Spark Plugs 
Plugs have a limited 
life. Don’t try to 


Ford Supplies 
We carry a full line 



























make them last for- purchase now and of specialties for the 

ever and injure your save money. We Ford car. Come in 

motor. Get a new set carry five leading 5 

NOW! 000 = makes. $000 up = and look it over. 
Tire Covers Sun Visors Auto Tools 

The strong spring sun Mr. Motorist you Wrenches, all sizes, 

will ruin your spares. should see our new straight “S” and 






Protect them with a visors. Neat, snappy, socket outfits. A full 

























neat looking tire and glare-proof. Get 
covers. Covers forall one and enjoy driving. assortment of tools 
sizes. 000 on hand. 

For Closed Cars For Valve Grinding Stop Lights 





You now drive at a 
disadvantage without 





Carborundum paste, 


Dome light outfits, 
valve grinding tools, 


ash_ receivers, heel 


plates, scuffers, visors, fine sandpaper for a stop light. They 
luggage carriers, polishing valve stems. are so low-priced you 
motometers, wind- Everything you need can’t afford to go 


shield wipers. for valve grinding. without one. 














‘“‘Everything in Auto Supplies” 














This auto supply departmentized ad focuses attention on needs of the season and 
should be changed to embody always this element of timeliness 


blocks should bring in seasonable sug- 
gestions, and, in other words, should 
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Retail Advertising Thoughts 


F retail hardware dealers in the 

process of preparing their advertis- 
ing copy for local newspapers, circular 
letters, sales literature and show cards 
would sit back comfortably in their 
chairs, sum up their proposition, ana- 
lyze their prospective customers and 
set about to tell a clear story in the 
same manner as they would speak in 
person their advertising would be more 
profitable. This is a long sentence, not 
exactly original but nevertheless very 
true, important and worthy of your 
careful consideration. 

Your advertising copy must be more 
complete than your spoken sales ap- 
peal. When talking to a man you are 
present to correct any misunderstand- 
ing or to rejuvenate any lagging inter- 
est that he may show. Your advertise- 
ment must prevent his losing interest 
or mistaking your true meaning. It 
cannot answer of correct except as you 
have prepared it for all emergencies. 
It must get it’s entire story over con- 
sistently and clearly. It must have 
meaning and reason, and it must tell 
the truth. An advertisement that mis- 
leads hurts you more than you can ever 
correct by explanation or subsequent 
service. 

Tell the truth, the whole truth and 
nothing but the truth. Barnum may 
have been right in his famous com- 
ment, but your customers will only re- 
turn if treated fairly in the store and 
in your advertisements. 








strive to interest the reader, not so 
much through description as through 
suggesting uses for the item featured. 


JONES HARDWARE COMPANY 





In regard to sizes of departmentized 
ads we would suggest that they be 
made three or four columns, and we 


Offerings in Our Paint Dept. 








would further suggest that cuts be 





freely used. For example, in the three 
ads which we show on these pages it 
would be highly advisable to have 
each panel illustrated with a cut. In 
this connection we would also suggest 
that an illustrated heading for your 
different departments is also an im- 
provement over a type heading. These 
headings may be had from various 
hardware services or they may be made 
up to order. 


Choosing Your Departments 


Before using this type of advertis- 
ing it would be well for the dealer to 
decide just what departments he de- 
sires to feature, and be governed in 
this by the size of the stock in each 
department, because the greater the 
stock the more diversified you can make 
the ad. 

We feel that if the hardware dealer 
will use these suggestions as the 
groundwork for preparing his publicity 
that he will soon acquire the knack of 
producing snappy departmentized ads. 
And it is certain that once the regular 
use is made of the departmentized ad 
the results will justify continuing this 
type of ad. 


House Paints 
Good house paint is 
economy. We can 
quote you attractive 
prices on the _ best 
paints. 


Auto Finishes 
It is easy to make 
your old car look like 
new when you use 


our Auto Finishes. 


Wall Tints 
Brighten up that 
room with wall tint. 
Easy to buy and ap- 
ply. All colors. 





Best Varnishes 
We have a varnish 
for every purpose. 
Floors, furniture, 
woodwork, etc. We 
carry quality brands. 


Furniture Stains 
Now is the time to re- 
juvenate your porch 
furniture. Use a 
stain and do the job 
easily. 


Roof Paints 
The best 


roofs is the kind of 


paint for 


paint we carry. Look 
to your roof NOW! 





Quality Enamels 
Make your bathroom 
like new with a couple 
of cans of enamel. 
White and cream 
tints. 


Kalsomine 
Some kalsomine and 
a little 
make 
bright for the season. 


effort will 


your cellar 


Color Cards 
Ask for color cards 
on all paints, var- 
nishes, etc. It is part 


of our service. 




























“Everything in Paints” 



























ad can depict. 


Here is a complete picture of the hardware paint department which only a departmentized 
Note that no prices are quoted. 
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RETAILERS DUPLICATING ORDERS 
DECLARE NEW YORK SALESMEN 


Price Advances Have Produced 
Over-Buying in Some Sections 
Hardware Boosters Find 


Reforestation and Newspapers Sub- 
ject of Feature Address 


Current business conditions and ten- 
dencies in the New York hardware 
market, “although fundamentally 
sound,” are regarded seriously by some 
members of the New York Hardware 
Boosters, who expressed their opinions 
at the last regular meeting of the or- 
ganization, March 31, at the Hardware 
Club, 253 Broadway, New York City. 
Briefly stated, these opinions are as 
follows: 

Merchandise shortages, freight con- 
gestion and advancing prices, are re- 
sponsible for an alleged speculative 
tendency among some of the hardware 





jobbers have been duplications of orders 
previously placed by dealers with other 
firms.” he fact that dealers have 
been unable to get prompt deliveries 
because of stock shortages and freight 
congestion, he said, was the principal 
cause of the duplication of orders. “Re- 
tailers,” he declared, “did not buy on 
the first price advance, but they did 
when the second went into effect. Since 
then,” he continued, “a number of deal- 
ers have overbought because they an- 
ticipate further advances.” 

Pre-dating was also characterized as 
a peril to business. “It is not good busi- 


| ness,” one speaker said, “to sell goods 


| in January, deliver them in March and 


retailers in the Greater New York dis- | 


trict. Orders that have been placed 
with manufacturers and jobbers have 
been duplicated, it is claimed, thereby 
producing on a smaller scale conditions 
oe to those that prevailed in 1919- 


On the other hand, some retailers in 
and around the metropolitan section 
are said to be overstocked because they 
overbought on an advancing market. 
Turnover, among the retailers, has been 
siow for three months. They have been 
handicapped by bad weather conditions, 
and in some cases, it is said, they have 
been forced to borrow extensively to 
meet expenses. 

The discussion on current business 
conditions was introduced by Seymour 
N. Sears, who requested the chief 
booster, F. H. Ritterbusch, to call for a 
show of hands to indicate how many of 
the members found business conditions 
better this year than during the first 
three months of 1922. The majority of 
the manufacturers’ and jobbers’ sales- 
men present expressed the opinion that 
conditions are materially better. The 
estimates ranged from 25 to 90 per cent. 

Some of the speakers expressed ap- 
prehension about the future building 
situation in New York because of the 
recent court decision annulling the tax 
exemption law. Discussion on_ this 
brought out the opinion, expressed by 
several members and concurred in by 
others, that a number of the hardware 
retailers in the metropolitan district 
“have bought to the hilt and been dis- 
appointed in their turnover.” 

Some of the salesmen contradicted 
this statement by declaring that the 
majority of dealers in and around New 
York have not overbought, although 
they admitted that few retailers have 
had as good a turnover as had been ex- 
pected. It was agreed that collections 
generally were slow. . 

One speaker said he had found that 
“a certain percentage of the orders re- 
cently received by manufacturers and 





bill them May 1, allowing a 2 per cent 
discount for payment in ten days after 
May Pre-dating is becoming too 


| common and too liberal in the hardware 


trade, and is assuming dangerous pro- 
portions,” he said. 

Before the discussion on _ business 
conditions the Boosters were addressed 
by Fagian Levy, circulation manager 
of the Evening Mail, who outlined the 
making of a newspaper, and appealed 
to the Boosters as business men to take 
an intelligent and active interest in 
national reforestation. 

Mr. Levy told how foreign and do- 
mestic news is covered by the large 
news syndicates that have men in all 
parts of the world. Local news, he 
said, is covered by regular district men, 
and special reporters sent out on as- 
signments. The news is sent in to the 
newspaper office by telegraph, tickers 
and telephones, rewritten by rewrite 
men, sent to the copy desk, where heads 
are written, then sent to the composing 
room, set up and matrices made, from 
which cylindrical metal plates are 
molded. These are placed on _ the 
presses, which, after the inking devices 
are adjusted, are started by a 5-hp. 
motor. After a few revolutions a 60-hp. 
motor is switched on and the edition is 
started. When the papers come off the 
presses, already folded, they are dis- 
tributed by automobiles and trucks to 
news dealers and railroad stations for 
sale. 

Quoting United States Senator Pat 
Harrison of Mississippi on reforesta- 
tion, Mr. Levy said: ‘No other civilized 
country has done so little toward the 
conservation of its forests and the adop- 
tion of a comprehensive policy of re- 
forestation as has our own. 

“At the present rate and under the 
present policy it will be only a few 
years until the supply of timber in the 
United States will be exhausted and 
our home-builders and industries will 
be compelled to seek their supplies from 
either Siberia or South America. 

“In 1909 the United States produced 
its entire newsprint supply, but today 
we have become dependent upon for- 
eign sources for at least two-thirds of 
our newsprint or its raw materials. 
Last year only about one-third of the 
American newspapers were printed 
upon the product of American forests. 
The need of print paper for magazines, 





periodicals, books and newspapers is 
increasing daily. Nevertheless, while 
the consumption of wood pulp is in- 
creasing, the production of wood pulp 
is decreasing, and year by year the 
growing importations of wood pulp will 
become more necessary.” 





Ireland to Address Old Guard 


Charles H. Ireland of the Odell Hard- 
ware Co., Greensboro, N. C., will be one 
of the principal speakers at the Old 
Guard Southern Hardware Salesmen’s 
Association meeting on April 25 at the 
Hotel Windsor, Jacksonville, Fla. 
George H. Harper, president of the as- 
sociation, believes that the meeting this 
year, in conjunction with the Southern 
Hardware Jobbers Association, will be 
one of the largest ever held in the 
South. 





National Vulcanized Fibre Co. 


Formed by Consolidation 


The National Fibre & Insulation Co., 
the Keystone Fibre Co., and the Ameri- 
can Vulcanized Fibre Co. have consoli- 
dated and in the future will be known 
as the National Vulcanized Fibre Co., 
Wilmington, Del. The purpose of the 
consolidation, it is said, was for unify- 
ing the efforts and rendering better 
service to the public. 





Des Moines Jobber Issues New 
Catalog 


The Brown-Camp Hardware Co., Des 
Moines, Iowa, wholesalers and import- 
ers, have recently issued General Cat- 
alog No. 35, containing more than 1000 
pages with illustrations. It covers the 
complete line of goods handled by this 
house, is well bound and attractively 
arranged. The book has twelve main 
sections, each describing goods under a 
departmental classification and indenti- 
fied with key letters. A complete in- 
dex of contents is in the front and the 
first page of each section has a con- 
densed index covering the items in that 
particular section. The main table of 
contents has thumb index extensions 
for convenience. 





W. A. Johnson New Merchandise 
Manager for Goodrich 


W. A. Johnson, formerly manager of 
the pneumatic tire sales department of 
the B. F. Goodrich Co., Akron, Ohio, 
has been appointed merchandise man- 
ager. His successor in the tire depart- 
ment will be A. G. Partridge, a former 
vice-president of the Firestone Tire & 
Rubber Co. 





Illinois Dealer Holds Exhibit 


The Barrett Hardware Co., Joliet, 
Ill., recently held a large exhibition at 
its store, where the various lines car- 
ried were displayed and demonstrated 
by the store salesmen and twenty-three 
manufacturers’ representatives. E. M. 
Moore, vice-president of the _ firm, 
planned and managed the exhibition. 
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Modern Appliance Corp. Appointed | 
Berthold Distributor | 


The Modern Appliance Corp., 34 South 
Pennsylvania Street, Indianapolis, Ind., 
has been appointed distributor of the | 
washing machines and _ appliances | 
manufactured by the Berthold Elec- 
trical Mfg. Co., 127-129 South Green 
Street, Chicago, Ill. The Modern Ap- 
pliance Co. has been engaged for some 
time in the merchandising of electrical 
washing machines, the organization 
comprising F, W. Parkinson, president; 
W. R. Williamson, vice-president; Oscar | 
D. Ross, secretary and treasurer, and | 
F. W. Petty, sales manager. The com- 
pany also distributes ironing machines, | 
refrigerating plants and vacuum clean- 
ers. Among the company’s latest ac- 
tivities is the opening of retail stores | 
throughout the State of Indiana. 





Winchester Convention at Chicago | 
June 25-28 


The third annual convention of the 
National Association of Winchester 
Clubs will be held in the Coliseum, Chi- 
cago, Ill., June 25, 26, 27 and 28. 





Masback Starts Dealers’ Service 
Department 
The Masback Hardware Co., Inc., 82- 
84 Warren Street, New York City, has 


established a dealers’ service in connec- 
tion with its advertising department. | 





Suevnennasnecanennapepenenrioeneniin MO 


83 





Charles T. Wandres, formerly of the 
Fairbanks Co., New York, is in charge. | 
This new department, it is said, will 
assist dealers in planning their local 
advertising and their display windows, 
and at the same time attempt to find | 
new answers to the questions, “How 
can we help you sell more goods?” 


Coghlan Leaves Trexler Company 

Walter P. Coghlan, who has been con- 
nected with the Trexler Company of 
America, manufacturers of the Trex 
gear shift lock and other automotive 
specialties, resigned April 1 as vice- 
president and director of sales. 

Mr. Coghlan has not announced what | 
his new connection will be. 





Lindgren Heads Almetal Mfg. Co. 
Sales 

A. W. Lindgren has been appointed | 

general sales manager of the Almetal | 

Mfg. Co., St. Louis, Mo., makers of | 

Almetal electric washing machines. 





Hibbard, Spencer, Bartlett & Co. | 
Issue New Catalog 

A new catalog is being issued by 
Hibbard, Spencer, Bartlett & Co., 
hardware jobbers, Chicago, Ill. The 
new book conforms in general size, 
style and appearance to recent issues 
and is an achievement in hardware | 
cataloging. 


DONT esr be A 


,* 
- 
a 
fs 














Decatur 4 Hopkins Co., wholesale hardware distributor, recently occupied its new 
warehouse and office at 191 Berkeley Street, Boston, Mass. The building, designed 
by Monks & Johnson, and constructed by the Aberthaw Constructing Co. of Boston, 


is six stories high above the basement. 


It is of re-inforced concrete throughout 


and has a railroad siding on one side with truck shipping facilities on the other. 
The offices are on the first floor. 


THE TRADE 


PYREX WINDOW CONTEST 
OPENS FOR ALL DEALERS 
IN U. S. 


Cities Grouped by Populations— 
$300 in Cash Prizes Offered 


To give each merchant an equal 
chance in the Pyrex glassware window 
display contest being conducted by the 
Pyrex sales division, Corning Glass 
Works, Corning, N. Y., the 125 cash 
prizes will be offered in five separate 
groups. 

Group 1 will be for dealers in towns 
of a population of 5000 or less. Group 
2, for dealers in towns between 5000 
and 10,000 population. Group 3 in- 
cludes dealers in towns between 10,000 
and 25,000 population. Group 4 will 
be for dealers in towns between 25,000 
and 50,000 population. Group 5 will 
be for dealers in towns of more than 
50,000 population. 

In each group twenty-five prizes will 
be given, as follows: First prize, $100; 
second prize, $50; third prize, $25; 
fourth prize, $15; fifth prize, $10, and 
twenty prizes of $5 each. 

In case of a tie for any prize the full 
amount of that prize, it is said, will be 
given each tying contestant. The con- 
test is to be held from April 1 to July 
1, 1923. All photographs of Pyrex 
glassware window displays must be 
sent in on or before July 1, 1923. Dur- 
ing these three months any dealer may 
submit as many photographs as he 
wishes. The manufacturer will furnish 
free upon request necessary material 
for displays. All photographs sent to 
the manufacturer must be marked on 
the back with the name and address of 
the dealer. 

Windows will be judged on the basis 
of originality, display and merchandis- 
ing value. The judges are Llew S. 


| Soule, editor*of HARDWARE AGE, New 


York City; J. J. Geisinger, vice-presi- 
dent Federal Advertising Agency, New 
York City, and G. S. Brand, vice-presi- 


| dent the Munro & Hartford Co., New 


York City. 

This contest is open ¢o all dealers. 
All photographs entered in the competi- 
tion are to be sent to and become the 
property of the Pyrex sales division, 


| Corning Glass Works, Corning, N. Y. 


Hardware Minstrel Show 


A minstrel show and dance given by 
the employees of the Masback Hard- 
ware Co, Inc., 82-84 Warren Street, 
New York City, was held April 7 at the 
Elks Club, Brooklyn, New York, at 
which a number of manufacturers’ 
salesmen and branch managers were 
present. The attendance was estimated 
at 400. The entire arrangements were 
in the hands of the entertainment com- 
mittee, composed of Miss F. Ratner, 
chairman; John J. Armstrong, H. 
Van Brunt and W. C. Fenning. Thirty 
employees of the firm were in the cast. 


(Additional news on page 95) 
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WEEKLY SUMMARY 


Retail Buying Growing More Conservative as Prices Advance—Rural 
Trade Behind City Business 


‘ANUFACTURERS’ and jobbers’ sales during the past three months have been large in 
. volume, but the hardware retailer in many sections of the country has been hampered 


by slow turnover. 


Retail sales have been better in the larger cities than in the agricultural districts. Al- 
though the.opinion is not general, there is a feeling among retailers in certain sections that the 
price movement is pointing toward inflation. In other sections of the country, however, where 
building is active, sales are large in volume, and a slight speculative tone is perceptible. 


Retail buying is becoming more conservative, as prices continue to advance. 
generally, throughout the country, are fairly large. 


Stocks, 
Better weather conditions and increased 


building are expected to have a medicinal effect on the retail hardware business. 


NEW YORK 


Business Tendencies 


USINESS at present, in the opinion of some authori- 

ties, is wavering between sound conditions and infla- 
tion. The upward movement of prices is believed by some 
to have already been extended Leyond safety. 

There is a speculative and uncertain tone in the market 
that is caused by the fact that retailers have not enjoyed 
a particularly active turnover during the past three 
months. It has been pointed out that prices were advanced 
in some instances to stimulate buying. Prices advanced, 
it is said, with more rapidity and force than the retailer 
had anticipated. Many bought on an advancing market, 
and it is believed overestimated their requirements. 


Observation has led a number of retailers to believe 
that the public is buying reluctantly because prices are 
unattractive. This is said to be particularly true in the 
agricultural sections. 

In some districts dealers are reported as overbought, 
while in others there are said to be temporary shortages. 
These conditions have caused slow collections and a tim- 
idity on one hand, with a speculative tendency and duplica- 
tion of orders on the other. In the opinions of local 
jobbers, however, spring weather is expected to have a 


beneficial effect on the retailers’ turnover, thereby reliev- 
.ng a good deal of the present tension that exists. 


Price Changes 


7 during the past week announced by local 
jobbers were as follows: 

Stanley Works advanced practically its entire line 10 
per cent. 

Sargent & Co. advanced prices approximately 10 per 
cent on all lines except liquid door checks, brass cup and 
screw hooks. bright wire goods, planes, cow bells, food 
choppers and scale beams. 

Some jobbers advanced axes 50 cents per doz. 

Copper wire cloth was advanced 50 cents per 100 sq. ft. 
by some local firms. 

Tack manufacturers have adopted a new list which, it 
is said, represents a 10 per cent advance. 

Both Bommer and Chicago hinges were advanced 10 per 
cent. , 

Poultry netting from store is being quoted at 45 per 
cent off. Some jobbers have withdrawn factory prices 
because of the delay in filling orders. 

William L. Gilbert Clock Co., Winsted, Conn., advanced 
prices 10 per cent on its entire line. 








Axes and Hatchets.——Some local job- 
bers have advanced prices 50 cents per 
dozen. The present demand is some- 
what limited. Stocks are reported as 
ample. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
Ib., $17.50 per doz. net 8% to 4%-lb., 
$11. 50 per doz. net; to 5%-lb., $19 
per doz. net; 4% to ares $19 per 
doz. net; 5%- “Ib. solid, $19.50 per doz. 
net. 

Flint edge Rockaway pattern axes, 
3 to 4-lb., $19.50 per doz. net; 3% to 
4%-lb., $20 per doz. net; 4 to 5-lb., 
$20.50 per doz. net. 

Connecticut pattern axes, 3 to 3%- 
Ib., $19.50 per doz. net. 

Hatchets, full polished, half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—The demand is of a 
routine nature. Prices are firm and 
stocks are said to be well balanced. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, %-in., 16c. to 17c. per 
lb., #e-in., 15c. to 16c. per lb.; %-in., 
13c. to 14c. per lb.; ye-in., 12c. to 13c. 
per lb.; %-in., lle. to 12c. per Ib.; 
5-in., 10c. to llc. per lb.; %-in., 9c. 
to 10c. per Ib. 

Common carriage bolts, % x 6 in. 
and smaller, 25 and 10 to 25 and 5 
per cent; larger and thicker, 25 and 
10 to 25 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
30 and 10 to 30 and 5 per cent; larger 
= thicker, 30 and 10 to 30 and 5 per 
cent. 

Lag aopown, 30 and 10 to 30 and 5 
per ce 

Semi- finishea hexagon bolts, *% and 
smaller, 60 to 60 and 10 per cent; 
larger and thicker, 55 to 50 and 10 
per cent. 

Tinner’s rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
45 per cent; brass, 60, 10 and 5 to 70 
per cent from new list. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, steel bright finish, 75 
to 75 and 5 per cent. 


Iron rivets, 50 to 55 per cent. Solid 
copper rivets, 20 per cent. 

Lock washers, 7 to %-in., 70 per 
cent; to %-in., 70 oar cent; 44 to 
1-in., per cent. 

Expansion bolt shields, 65, 10 and 5 
per cent. 

Screw anchors, 75 and 10 per cent. 


Clam Hooks.—A fair demand is re- 
ported by jobbers. Retail sales have 
not been particularly strong as yet. 


Jobbers’ quotations, f.0.b. New York: 

Clam hook or digger, solid steel, 
4 flat tines, 26-in. handle, $10.55 to 
$11.40 per doz. Same with 6 round 
tines, 26-in. handle, $13.25 to $14.25 
per doz. 


Copper Tacks.—There is said to be a 
good demand in the local market, al- 
though it is limited principally to a 
pick-up trade. Prices are firm and 
stocks ample. 

Jobbers’ quotations, f.0.b. New York: 
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Copper tacks, % in., 49c. per Ib.; 

in., 47c. per lb.; 5%-in., 46c. per Ib.; 

4, to 1% in., 45c. per lb. These prices 
are net. 


Fruit Jar Rubbers.—Good orders have 
been placed with local jobbers and ship- 
ments have been made to a large ex- 
tent. It is expected, however, that 
there will be a good late business in 
this line. 
Jobbers’ quotations, f.o.b. New York: 
Fruit jar rubbers, 80 to 85c. per gr. 
Prices vary according to grade and 


also in different sections of the city. 
In 12 gross lots, 75c. per gross. 


Garden Tools.—The shortages that ex- 
isted a few weeks ago apparently are 
no longer acute. Freight congestion has 
been somewhat relieved, and retailers 
so far have not experienced any exten- 
sive demand. Prices are steady and 
stocks now appear adequate. 


Jobbers’ quotations, f.o.b. New York: 

Spading Forks.—boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 1l-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better goa: $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. 
malleable D handle, 
subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks.—Malleable D handle, 
4 12-in. oval tines, strap ferrule, 
$12.25 per doz. Same, with wood D 
handle, $14.85 per doz. Fork with 5 
12-in. oval tines, wood D handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $18.85 per doz. Same, with 
4 diamond tines, > in., $18.85. Extra 
heavy fork with 5 oval tines, 16 in. 
long, strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $33.25 per 
doz. Subject to 5 per cent additional- 
discount for bundle lots. 

—e Iron nator 6 teeth, $3.70 
per 10 teeth, $3.95 per doz.; 12 
teeth, i. 40 per doz.; 14 teeth, $4.80; 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. handles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.; 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece of steel, 12 
teeth, $7. 25 per doz.; 14 teeth, $7. 50 
per doz.; 16 teeth, $7.85 per doz. 

Hay Forks.—Two oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6- “ 
strap ferrule, $13.10. Fork with 
oval tines, 12 in. long, straight ine 
ft. handle, Rt 05 per doz.; 5-ft. bent 
handle, $12. per doz.; 6-ft. bent 
handle, $14. is. per doz. 

Garden Hoes.—Shank hoe, riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 4%-ft. handle, $6.92 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, fron D handle, $7.16 per doz. 
Garden sets range ‘from $10.71 to 
$23.18 per doz. 

Garden Trowels.—6-in. solid socket, 
forged steel, grip handle, $6.75 per 
aozZ, 


Lawn Mowers.—Dealers are reported 
to be buying, although the temper of 
most purchasers is said to be more con- 
servative than it was earlier in the 
spring. Prices are steady and jobbers’ 
stocks are well supplied. 


Jobbers’ quotations, f.0.b. New York: 

Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
$5 each; 14-in., $5.30 each; 16-in., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, a in., $8 
each; 14-in., $8.30 each; 16-in., $3. 65 
each; 18-in., $9 each. Ball bearing 
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mower, 10%-in. raised open drive 
wheels, 4 tempered steel blades, reel 

in. in diameter, 14-in., $9. 25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Linseed Oil.—In spite of the reported 
shortage, and the prevailing high prices 
in this market, the demand is in no 
sense abnormal. Many of the large 
crushers are said to be working on 
back orders and do not seem to be 
willing to make new commitments. 


Prices to dealers, f.o.b. New York: 

Linseed oil, in lots of less than 5 
bbl., $1.20; in lots of 5 bbl., $1.17; in 
carload, $i. 14 to $1.17. 


Naval Stores.—Buyers seem to be plac- 
ing orders for only actual require- 
ments. The local supply is described as 
“fair.” Rosins are slightly more active 
than they have been, although in this 
market buying is more conservative 
than otherwise. : 
Prices to dealers, f.o.b. New York: 


Spirits of turpentine in bbl., $1.61 
to $1.70. 

Rosin, B grade, $6.25; D grade, 
$6.30; BE grade, $6.35; F, G, H, I, 


$6.35; M, $6.45; WW, $8.05. 

Mechanics’ Tools.—Interest is not keen, 
although it is fairly active. The annul- 
ment of the Tax Exemption Law is 
expected to retard building tempo- 
rarily, but in the opinion of jobbers 
necessity will force contractors into 
the open within a few weeks. 


Jobbers’ quotations, f.0.b. New York: 

Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, p 74 per doz.; 
No. 2 size, $12.12 per doz. 

Machinists’ Hammers.—8 0z., $8.40 
per doz.; 120z., $8.40 per doz.; 16-oz., 
$8.60 per doz.: 20-0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel. 
length 1 in. without drill points, $2.30 
each. Same, large size, length 12% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 
11 in., no drill points, $1.91 each. 

Breast Driils.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, nfAlleable iron stock, chuck 


and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 


Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 


$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Nails.—In this section there is no ac- 
tual shortage at present, although the 
mental attitude of jobbers and retail- 
ers is somewhat apprehensive about 
the future. Many of the large mills, it 
is said, will not accept orders until 
they have executed those now on their 
books. 


Jobbers’ quotations, f.o.b. New York: 
Wire nails, $4.05 to $4.15 base per 
keg. Blued wire nails, 3d fine, $5.65 
ool per keg. Cut nails, $4.35 base per 


Wire nails and brads in small lots, 
70 and 10 to 75 per cent off list. 

Roofing nails, 1 x 12, per 100 Ib., 
$7.25 for galvanized and $5.25 plain. 

Wholesale prices vary in different 
parts of the city. 


Poultry Netting.—Shortages are re- 
ported, although the demand has some- 
what slackened. Prices are firm. Some 
jobbers have withdrawn factory prices 
because of the delay in filling orders, 
and are now quoting 45 off from store. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving. takes a discount of 45 to 50 
per cent. 


Square mesh, 2 x 2, $5 per 100 sq. 
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ft.; 3 x 3, $5.25 per 100 > te: 424 
$5.50 per 100 sq. ft.; 6 x 6, $6 per 100 
sq. ft.; 8 x 8, $6.50 pa, "100 sq. ft. 
Extras, 4c. per sq. ft. for narrower 
than 24-in. and wider than 48-in. 


Rubber Hose.—Little interest has yet 
been shown in this line, although there 
has been a fair amount of routine busi- 
ness transacted. Prices are firm. 


Jobbers’ quotations, f.o.b. New York: 

Rubber garden hose, ‘‘Good Luck” 
brand, 1l%c. per ft. ‘Milo’ brand, 
124%c. per ft. ‘“‘Bull Dog’ brand, l4c. 
per ft. 


Screen Wire.—Stocks are reported to 
be better; prices are higher for bronze 
and copper and the demand is still 
somewhat limited. 

Jobbers’ quotations, f.o.b. New York: 


Screen Wire.—Black, 12 mesh, $2.15; 
extra, lic. 100 sq. ft. on less than 
24 in. Competitive grade, $1.90 to 
$2.20; extra, 15c. per 100 sq. ft. less 
than 24 in., and 15c. for 100 sq. ft. for 
half rolls. 

Dull Finish.—Zine coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 13 mesh, heavy, $4.90. Extra 
same as black. 

Bright.—12 x 13 mesh, $4 to $4.10; 
X H 14 mesh, $5.60 to $7.75; 14 mesh, 
age to $4.35. Extras, less than 24 

, 15c. per C; over 48 in., 60c. per C. 


Copper.—14 mesh, $7. Extras, l5c. 
less than 24 in. No. 50 ft. rolls. 

Bronze.—14 mesh, $7.50; 16 mesh, 
$8. Extras same as copper. 


Screen Door Hardware.—Interest in 
this line has been scattered and more 
or less of anticipatory nature. It is 
as yet too early for retail sales, and 
few of any moment have been reported. 


Jobbers’ quotations, f.0.b. New York: 

Screen Door Catches.—Cast iron, 
diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 1% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise-Screen Door Night Latches. 
—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
} ay or antique copper finish, $18 per 

0Z. 

Screen Door Sets. — Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
séts. 

Spring Hinges.— Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
airs. Cast iron with steel spring, 
-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

Door Pulls.—Wrought steel, 5%-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% Iin., pull 5 in. long; 
bronze, antique copper or dull brass 
finish, $1.90 per doz. 

Screen Door Checks. — Rubber 
bumper, cast iron spindle, 85c. per 
doz. 

Screen Door Spring. 
9-in., $2.64: 10-in., $3.36; 11-in., $4.68; 
12-in., $5.28; 13-in., $6: 14-in., $7.92 
per doz. less 40 and 10 per cent. 


Wheelbarrows.—Interest is light, stocks 
fair and prices firm. Rumors about 
shortages have as yet little basis in 
fact, according to local jobbers and 
manufacturers. 


Jobbers’ a f.o.b. New York: 
Canal barrows half bolted, $3.50: 
full bolted, $3.75. 
Mortar barrows, 
Garden barrows, 
$6.50; No. 5, $7.25. 


— Japanned, 


$6.85 
No. 4, 


steel tray, 
No. 3, $5.90: 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., April 7. 
USINESS continues on its upward 
swing. Further advances have been 
announced on several representative 
lines of hardware. Scarcity of wire 
products is becoming a serious prob- 
lem. The general opinion existing in 
this market is that dealers who have 
not specified for their wire cloth, poul- 
try netting and other wire products 
will find themselves without goods 
when the season opens. . 
With business and industry and 
commerce humming along on the up- 
ward swing, much thought is being 
given to a probable slump from peak 


prices. Jobs are abundant and a 
searcity of labor prevails in many 
lines. After the disastrous experi- 


ences of 1921, workers are not unmind- 
ful that the present market may go too 
high, with results similar to those 
of 1920. On the other hand, labor may 
become impatient for further advances, 
especially in the basic industries, and 
bring about some serious situations. It 
is said that many of the basic indus- 
tries are just now getting back to a 
profit making basis and that further 
advances on the part of labor would 
cause increased prices. Such a sit- 
uation would not be taken kindly by 
the buying public and the bubble of 
good business would burst. 

In the meantime everything seems 
to be on the boom. The farmer is back 
in the market, judging from the re- 
port of the two big catalog houses of 
Chicago. They are now doing over 
$1,000,000 a day between them, and 
this is a considerable increase over last 
month. Some of the monthly figures 
represent gains of 60-75 per cent over 
the same month a year previous. The 
first quarter average gain will amount 
to approximately 30 per cent over 
1922. 

Steel buying keeps up as strong as 
ever. Car buying is heavy and further 
advances have been made in iron and 
steel prices. Building is growing rap- 
idly with more favorable weather and 
the hardware is hard to obtain. The 
retail merchant in this section faces 
some very active business for the next 
few weeks and will find difficulty in ob- 
taining full stocks of the fast selling 
merchandise. There should be, how- 
ever, a caution against overstocking on 
slow selling items or buying in greater 
quantities than are actually needed. 


Alarm Clocks.—The famine in nickel 
alarm clocks still exists and demand is 
more acute than ever. Higher prices, 
no doubt, will prevail at a later date. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Blue Bird, ,$18.96 in doz. lots, $18.36 
in case Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 


Ammunition and Guns. — Merchants 
placed their ammunition future orders 
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early this year; the pre-season book- 
ings in this line are about completed. 
Firearms future specifications started 
to come in later, but are being placed 
freely now; in fact, the volume pur- 
chased by dealers to date is much 
larger than to a similar date during 
the last few years. 


Automobile Accessories.—Sales are 
expected to be exceptionally large; in 
fact, orders are now coming in in ex- 
cellent volume, and spring weather 
will increase sales considerably. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 


Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Cham- 
pion Blue Box line, 58c. each; A. C. 
Titan, 58c. each; lots of 100, 56c. 
each; A. C. Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motormeters.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $92.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
85c. each; National Standard, No. 21, 
$1.20 each. 

Pumps. — Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 31% non-skid, 
fabric, $9.60 each; cord, $11.95 each; 
gray inner tubes, 30 x 3%, $1.50 each; 
red inner tubes, 30 x 3%, $2 each. 


Axes.—Manufacturers report orders 
liberal and deliveries slow. The re- 
cently advanced prices are now in ef- 
fect locally. Future and current sales 
are in volume well ahead of last sea- 
son. . 

We quote from jobbers’ stocks, 





(Ford), $4 


14%-in., Cylinder, 


f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 


axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 
Bicycles and Tires.—Factories are 
hopelessly behind. Demand is_ so 
brisk that it is becoming difficult to ob- 
tain deliveries from the factories. 
Stocks are badly broken. 


Bolts and Nuts.—The market is excep- 
tionally firm. Local jobbers continue 
to accept business at prices quoted as 
follows: 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware. — Manufacturers 
advanced 3 x 3 in, 3% x 3% in. 
plated butts '2 cent per pair, 4 x 4 in., 
1 cent per pair. No more local changes 
have been made. Many factories are 
only accepting orders at prices ruling 
date of shipment. Local stocks are 
badly broken, as is the condition else- 
where. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
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door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 
per set; cylinder front door sets, 
$7.50 per set. 
Baseball Goods.—There is now a short- 
age in “Louisville Slugger” baseball 
bats. Business thus far has surpassed 
all records and the total volume to date 
makes it the biggest baseball goods 
season in history. 
Chains.—The market is firm, stocks are 
complete, and sales are very active. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain, 
50 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 
Coaster Wagons and Sleds.—Jobbers 
report they are booking the largest 
future sled business in history. Coaster 
wagons continue to be in excellent de- 
mand. The business for 1923 will be 
exceptionally large. 


Copper Rivets and Burrs.—Prices are 
very strong. Sales are large, but 
stocks are complete. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 30 per cent discount. 

Cutlery.—Orders are coming in freely. 
Some manufacturers of butchers’ 
knives, table and kitchen cutlery have 
withdrawn prices and are issuing new 
schedules. A shortage of America 
pocket knives is already in_ sight. 
Scissors, shears and clippers are sell- 
ing in very good volume, with fac- 
tories predicting advances of 10 per 
cent to 20 per cent in near future. 


Eaves Trough and Conductor Pipe.— 
Prices are very strong, with advances 
now being asked by many sellers. Local 
prices have not yet advanced, as a 
very large business is being booked. 
Spring shipments are going out very 
fast. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: 29-gage 5-in. lap joint 
gutter, $4.75 per 100 ft.; 29-gage 3-in. 
conductor pipe, 94.75 per 100 ft.; 29- 
gage, 1% x 8 in. ridge roll, $4 per 100 
ft.; 29-gage 3-in. conductor elbows, 
$1.55 per doz. 

Field Fence.—Orders are coming in 
freely at the new advanced prices, and 
from all indications sales will be ex- 
ceptionally good. Mills are sixty days 
behind and stocks are broken. 

We quote from jobbers’ 
f.o.b. Chicago: Field fencing, 
per cent discount from lists. 

Files.—There is some talk of advanc- 
ing prices. Some manufacturers have 
announced higher prices, but they have 
not yet become general or changed the 
local market. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list.\ 


Fishing Tackle—Indications are that 
there will be a shortage. Prices on silk 
and cotton lines are higher, as well 
as steel rods. 


stocks, 
6014 


Galvanized Ware.—Higher prices are 
in effect, as announced previously. 
Sales are very good. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
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ized water pails, 8-qt., $2 doz.; 10-qt., 

$2.25 doz.; 12-qt., $2.45 doz.; 14-qt., 

$2.75 doz.; galvanized wash tubs, No. 

1, $6.25 doz.; No. 2, $7 doz.; No. 3, 

$8.25 doz. 
Garden Hose.—Jobbers report that fac- 
tories are behind on orders and ship- 
ments are very slow. Some jobbers 
are unable to get delivery on orders 
placed last October. Local markets 
have not yet followed the general ad- 
vances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 94%c. to 12%c. per ft.; %-in. 
cord hose, 8%c. to 10c. per ft.; %-in. 
wrapped hose, 13\4c. per ft. 


Glass Oven Ware.—Business continues 
to be very satisfactory. Prices are 
unchanged. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 


Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles. — Round, No. 167, 912 


No. 168, $14 doz.; No. 183, $12 

doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 194, $16 doz.; No. 197, $14 doz. 

Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (nar- 
row neck only), 80c. per doz.; all 
styles, 6-0z., $1.60 per doz.; 8-0z., $2 
per doz.; 10-0z., $2.40 per doz. 

Pie Plates.—No. 202, $6 doz.; 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


Glass and Putty.—Replacements are 
slow, the market is firm, and the de- 
mand is increasing daily. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 lb. kits, 
$3.65; commercial putty, $3.60; Gla- 
zier’s Points, Nos. 1, 2 and 3, one doz. 
packages, 65c. 

Hammers.—Manufacturers are ‘still 
two to four months behind with their 
orders. Prices are firm on all grades. 
The sales are in unusually large vol- 
ume, with the higher grades in im- 
proved proportion. 





No. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 


nail hammers, $12 per doz.; 12-o0z. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 


cast steel hammers, 95 per doz. 


Hatchets.—The situation as to hatchets 
is about the same as last reported. 
Stocks are complete and the demand 
continues to be heavy. Manufacturers 
have full order books and deliveries 
are delayed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatchets, 
No. 2, $9.90 doz. 


Hickory Handles.—Prices are strong 
and the demand is heavy. Replacements 
from the manufacturers are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—-No. 
1 hickory axe handles, $3 per doz.; 
No. 2, $4 per doz.; finest selected sec- 
ond rs white hickory handles, $6 
per doz.; special white second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges. — Manufacturers advanced 
strap and T hinges 10 per cent in bulk 
and 20 per cent boxed. No local changes 
yet. A large volume of business is 
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being booked by both the manufacturer 
and the jobber. Local stocks are in 
fairly good shape. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in., 
$1.70; 8-in., $2.80; 10-in., $4.30 per doz. 
pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 

Ice Cream Freezers. 
unchanged. Business is reported very 
satisfactory. Spring orders have been 
shipped and were reported to be fair- 


Prices remain 





ly heavy and orders continue to 
come in. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
l-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
$-qt., $5, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1l-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 


6-qt., $10.50; 8-qt., $13.50; 10-qt., $18; 
12-qt., $21.60, less 50 per cent. Arctic, 
l-qt., $3.80; 2-qt., $4.60; 3-qt., $5.45; 
4-qt., $6.80; 6-qt., $8.60; 8-qt., $11.19, 
less 50 per cent. 


Incubators. — Although the manufac- 
turers have been working on night 
shifts for over sixty days they are 
about six weeks behind with their or- 
ders. Dealers continue to specify 
freely. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Incubators, 35 per cent 
discount from all lists. 


Lawn Fence and Gates.—Orders are 
very good. Prices are firm. This is 
one of the few lines on which no ad- 
vances have been made, and higher 
prices may be forthcoming. 


We quote from 
f.o.b. Chicago: Lawn fence, 58 
cent discount; galvanized gates, 
per cent discount; painted gates, 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
Manufacturers continue to work to ca- 
pacity and a shortage is a possibility. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., 97.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diamter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Some, 16-in., $9.95 
each net; same, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net; same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.—There continues to be a short- 
age of some sizes. Jobbers report they 
have fair stocks on hand of standard 
sizes, but deliveries from mills at pres- 
ent are very slow, and indications do 
not point to much improvement. The 
largest mill is said to be four months 
behind on their delivery schedules. 

We quote from jobbers’ 
f.o.b. Chicago: Common wire nails, 
$3.65 per keg base. The extra for 
galvanized nails is now $2.25 for 1-im 


-~ longer; $2.50 for shorter than 
1-in. 


jobbers’ stocks, 


stocks, 


Oil Stoves.—Sales are opening up in 
fine shape. Heavy demand is looked 
for. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: New Perfection, 
2-burner, $17.50 list; 3-burner, 923.50 
list; 4-burner, $29.50 list; all less 30 
‘per cent in lots less than 10. 


Paints and Oils.—Linseed oil again ad- 
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vanced another 5 cents per gal. and 
turpentine has advanced 2 cents per 
gal. The market has been very strong 
for several weeks. 
We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, $1.30 


from jobbers’ stocks, 


per gal.; 5-barrel lots, $1.25 per gal. 
Linseed Oil.—Boiled, barrel lots, 
$1.32 per gal.; 5-barrel lots, $1.27 per 
gal. 
Turpentine.—Barrel lots, $1.77 per 


gal. 
Denatured Alcohol.—In barrels, 46c 
per gal. 


White Lead.—100-lb. kegs, 14%4c. 
per lIb.; 50-lb. kegs, 14%c. per Ib.; 
25-lb. kegs, 14%c. per Ib.; 12%-lb. 
kegs, 15c,. per Ib. 

Dry Paste.—In barrels, 6%c. per Ib 

Shellac.—(4-lb. goods) white, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In barrels, 


$3.50 to $6.75 per 100 Ib. 
Roller Skates. — Manufacturers are 
many weeks behind and goods are 
scarce. Sales are exceptionally large 
and local stocks are low. Warmer 
weather will increase demand. 


Rope.—Prices are firm and unchanged. 
Current spring orders are going out in 
heavy volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 18%c. to 20%c 
per lb.; No. 2 manila rope, 17c. to 
1814c. per lb. base; so-called hard- 
ware grade manila rope, 17%c. per 
Ib.; No. 1 sisal rope, highest quality, 
standard brands, 14%4c. to 16%4c. per 
Ib. base; No, 2 sisal rope, standard 
brands, 13%c. to lic. per Ib. t 

Sash Cord.—Sales are very active. 
Manufacturers are exceptionally busy 
and are talking of another advance, 
due to cotton advances and large de- 
mand due to building. 


ase. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.80 per doz. hanks; No. 8, $12.50 


per doz. hanks. 


Screen Doors.—A large volume of busi- 


ness is expected this spring. Prices 
are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 241, 2 ft. 6 in. x 


6 ft. 6 in., $28.80 per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75 per doz.; 2 ft. 10 in. 
x 6 ft. 10 in., $22.80 per doz.; 3 x 7. 
$23.80 per doz. No. 296, 2 x 6, $27.15 
per doz.; 2 x 8, $28.20 per doz.; 2 x 10, 


$29.55 per doz.; 3 x 7, $30.65 per doz. 


Shearing and Clipping Machines.—The 
season has been backward, but sales 
are good. The early demand from the 
South has been very heavy. The de- 
mand, especially for extra plates and 
parts, is very heavy now. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball 
bearing clipping machine, 910.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80; pedestal type, $85; dealer's 
discount 25 per cent. 

Screws.—While there has been no 
change in price, and it is questionable 
as to whether or not there will be an ad- 
vance, however, there are some of the 
manufacturers who have intimated that 
prices might stiffen. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 


flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 


cent new list. 
Solder and Babbitt Metal. — Solder 
prices are easier, after a period of 
heavy advances, but the demand is 
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strong, and a continued high market 
exists. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $32 per 100 lb.; medium 45-55 
solder, $31 per 100 lb.; tinners’ 40-60 


solder, $30 per 100 lb.; high speed 


babbitt metal, $22 per 100 lb.; Stand- 
- — 4 babbitt metal, $12 per 


Steel Goods.—Requests for early ship- 
ments are coming in from all sections, 
which indicates that dealers expect a 
strong demand and want to forestall 
any possible shortage in the market. 
Factories are behind on their orders 
and are unable to run on regular 
schedules on some goods because of the 
mills’ inability to ship promptly. The 
situation has remained unchanged for 
some time. 


Stove Pipe and Elbows.—Prices are 
very strong. Some manufacturers 
have advanced prices and others have 
withdrawn from the market. Orders 
are ahead of all previous records, and 
late buyers must expect delayed de- 
liveries 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, April 7. 


NOTHER week of many price 

changes, some important and oth- 
ers not especially so, has passed. The 
most important deal with builders’ 
hardware, spring hinges, ice skates, 
grinding wheels, certain kinds of steel, 
jack screws, wrenches and sheet zine— 
all advances approximating 10 per cent. 
Usually optimism is associated with 
upswings in prices. This time, how- 
ever, there is a well defined undercur- 
rent of conservatism evident. Jobbers, 
in not a few instances, are visibly un- 
easy over the continual rise in values, 
fearing, as they state, that if continued 
the movement of goods out of stock 
and over the counter will be seriously 
handicapped. 

Retail business is beginning to pick 
up again because of more seasonable 
weather, but it is a long way from 
brisk. Retail business for the first 
quarter of 1923 was away out of line 
with the jobbing, consequently the sit- 
uation is unbalanced. In the mean- 
time, due primarily to the transporta- 
tion situation, the rising cost of labor 
and material, the cost of doing business 
has appreciated, although many retail 
dealers do not realize this fact. One 
of the largest jobbing interests, in 
speaking of the hardware market to- 
day, says in part: “Never was there 
a period when the retail dealer should 
watch price changes as today, and take 
advantage of every price advance to 
mark up his goods. We are endeavor- 
ing to impress this fact upon the retail 
dealer whenever opportunity presents 
itself, and I am reasonably certain other 
jobbing houses are doing the same 
thing.” 

The outlook for general retail busi- 
ness is improving. New England sav- 
ings banks are stuffed with millions of 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. nested 
blued pipe, 14c. per joint; 30-gage 


6-in. nested blued pipe, 13c. per joint; 
28-gage 6-in. blued corrugated el- 
bows, $1.50 per doz.; 30-gage 6-in. 


= corrugated elbows, $1.35 per 
oz. 
Steel Sheets.—Galvanized sheets ad- 


vanced another 10 cents per 100 Ib. lo- 
cally. Local stocks are still complete, 
but delays in shipment must be ex- 
pected later on. Mi'ls are booked far 
ahead, and accepting orders only at 
greatly advanced prices over the Steel 


Corporation quotations recently re- 
ported. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 28-gage galvanized 
sheets, 96.10 per 100 lb.; 28-gage black 
sheets, $5 per 100 Ib. 


Wire Goods.—Black wire cloth ad- 
vanced 10 cents per 100 sq. ft.; gal- 
vanized 15 cents per 100 sq. ft. Poul- 
try netting has again advanced. There 
unquestionably will be a shortage of 
poultry netting and wire cloth this 
spring. Nearly all of the large pro- 
ducers of these two items are out of 
the market for the time being, having 
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dollars saved up by workers, who be- 
fore long will want to spend. Har- 
vard University, through its economic 
department, has just issued a state- 
ment in which the opinion is confi- 
dently expressed that business will re- 
main good the balance of 1923, at least. 
Jobbers still have a great deal of trou- 
ble in securing goods to supply retail- 
ers’ requirements. 


Babbitt——The market on babbitt metal 
is considerably higher. The advance 
on the genuine amounts to practically 
15 cents a pound and the cheaper kinds 
are in proportion. The market has been 
on the upgrade for considerably more 
than a month now. 


We 
stocks: 
Babbitt.—Genuine, by the bar, 70c. 
per lb.; in 50 Ib. lots, 65c.; in 100 Ib. 
oy 64c.; in 250 Ib. lots and larger 
c. 


Brushes.—Common scrub brushes have 
been marked up 5 per cent, and most 
kinds and makes of paint brushes about 
twice as much. 


Builders’ Hardware.—A still further 
uplift, amounting to a full 10 per cent, 
has been made in two of the leading 
New England made lines of builders’ 
hardware. Possibly nothing which hap- 
pened in the local hardware market 
during the past week caused more gen- 
eral comment than this advance. Com- 
ing as it does on the heels of a gen- 
eral advance in wages of carpenters 
and other classes of labor, and follow- 
ing the general marking up of costs 
of building material during the past 
month or two, fear is expressed that 
the building bocm scheduled for New 
England will fizzle out before it starts. 
Several large building projects have 
been abandoned in this territory be- 
cause of construction costs, and en- 
gineers and architects do not hesitate 
to say that much prospéctive building 
has been forgotten. Construction of 


quote from Boston jobbers’ 
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more orders booked than they can pos- 
sibly fill. It is impossible to lay heavy 
enough emphasis on the fact that deal- 
ers should get. their orders placed if 
they expect to have screen wire or 
poultry netting to sell. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 Ib.; catch weight 
spool gaivanized cattle or hog wire, 
$4.45 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $4.14 per spool; No. 

9 galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4.10 per 
100 lb.; catch weight spools painted 
barb wire, $4.10 per 100 lb.; 12 mesh 
black wire cloth, $2 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2.35 
per 100 sq. ft.; galvanized before 
poultry netting, 50-74% per cent dis- 
count; galvanized after poultry net- 
ting, 40-10-7% per cent discount. 
Wheel Barrows.—Prices are strong 
and further advances are expected. 
Demand is very active and factory de- 
liveries are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, tubular, $6.50 
each; No. 14, steel tray and leg, con- 
tractors’ barrow, $6 each; competi- 
tive grade, steel tray, 94 each; com- 
mon wood, bolted, $3 each; steel leg, 
garden barrows, $5 each. 


homes is expected to be on a large 
scale this spring and summer, but even 
in this class of building one finds a 
rather alarming increase in abandoned 
plans. 


Clocks.—The William L. Gilbert Clock 
Co., Winsted, Conn., has notified job- 
bers that the “present conditions in the 
material and labor market compel us 
to reluctantly advance prices 10 per 
cent over the list dated Dec. 15, 1922.” 
The Waterbury Clock Co., Waterbury, 
Conn., has issued a new price list. It 
is believed all makers of clocks will 
have issued new prices before the end 
of another week. The clock makers in 
this territory are all reported as still 
far behind on deliveries. The Gilbert 
concern is reported to have received 
an order from a large drug company 
for alarm clocks. It is also reported 
the plant is operating until 10 o’clock 
nights in order to fill the contract, 
which calls for 1000 clocks per day. 
More than 100 additional workmen have 
been taken on within two weeks or so. 


Drills—Common talk in wholesale 
hardware circles is that twist drills 
are about to be advanced. Nobody, 
however, appears to have any authen- 
tic information on the subject. All 
kinds and makes of drills, reamers, etc., 
are selling exceptionally well for this 
time of the year. Local jobbing stocks 
are in fairly good condition, although 
one hears more or less talk of threat- 
ened shortages due to the backward- 
ness of shipments from makers. 

We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; bit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount: drills and countersinks com- 
bined, 20 per cent discount; ratchet 
drills, 30 per cent discount; wood bor- 
ing brace bits, 50 per cent discount; 
high speed drills, 50 and 10 per cent 
discount; jobbers’ letter and number 
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sizes, 50 and 10 per cent discount; 
ese nes drills, 10 per cent dis- 
count, 


Reamers.—Bit stock, 20 per cent 
discount; bright square and T. S, 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


Files—Files of all kinds are moving 
well out of Boston jobbers’ stocks. 
Early last month it was generally be- 
lieved files would be advanced. This 
feeling died down, however, but during 
the past week has been revived. As 
far as can be learned, the manufac- 
turers have said nothing to jobbers 
that might even suggest higher prices. 
Rumors of advances, therefore, appear 
to be founded on _ over-enthusiastic 
salesmen. 


We quote from Boston jobbers’ 
stocks: 

Files.—Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Great Western Arcade, Kearney & 
Foote and American, 65 and 5 per 
cent discount; X. F., 12% per cent 
discount. 


Fishing Tackle—The trout season in 
Connecticut has opened and will do so 
in Massachusetts the fifteenth of this 
month. The season in Maine usually 
opens just as soon as the ice goes out 
of the lakes. It is time, then, the re- 
tail hardware dealer, who has not cov- 
ered his fishing tackle requirements 
get exceedingly busy. Large distrib- 
utors of this class of merchandise are 
exceedingly busy, for this is the period 
of year when the manufacturers make 
their heaviest shipments. The manu- 
facturers, nevertheless, are behind on 
deliveries, and while it is a little early 
to say there will be a shortage, there 
are certain indications that not only 
will there be a scarcity of some lines, 
but higher prices as well. 

Grinding Wheels.—Local jobbers have 
marked up the Norton line of grinding 
wheels about 10 per cent. Other makes 
are expected to be higher shortly. 
Early in January there was an adjust- 
ment of Norton Co. prices, but at that 
time advances as well as declines were 
registered. The demand for this class 
of goods is steadily improving. 


We quote from Boston jobbers’ 
stocks: 

Grinding Wheels.—Norton Co. line, 
regular grains, 65 and 5 per cent dis- 
count; special No. 38 grain, 60 per 
cent discount; elastic, 45 per cent dis- 
count; crystolon, 60 per cent discount. 


Hinges.—Spring hinges have been 
marked up still further. About a month 
ago there was an advance of 7!4 per 
cent, so the market today is approxi- 
mately 15 per cent higher than on 
Jan. 1. 

Iron and Steel.—Jobbing quotations on 
hoop steel have been advanced from 
$5.05 and $5.55 per 100 Ib. to $5.55 to 
$6.05. Open hearth spring steel has 
appreciated $6 to $7 a ton, cold rolled 
$4, and steel sheets $5. Iron and steel 
prices otherwise are as heretofore. The 
movement of stock out of jobbers’ hands 
is on the mend. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.36%4 per 
100 Ib.; flats, $4.15; plain concrete 


bars, 93.51%; deformed bars, $3.51%; 
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structurals, angles, channels, beams, 
$3.36%; tire steel, $4.80 to $5.15; open 
hearth spring steel, $8 to $10; cru- 
cible spring steel, $12; bands, $4.55; 
hoops, $5.55 to $6.05; cold rolled steel, 
$4.50 to $5; toe calf steel, 96.15; 
plates, $3.46% to $3.70. 

lron.—Refined bars, $3.36% per 100 
Ib.; best refined bars, $4.75; Wayne, 
$5.50; Norway, $6.60 to $7.10. 


Jack Screws.—An advance of 10 per 
cent in Jack screws is reported by the 
jobbing trade. 

Miter Boxes.—It now develops that 
miter box values were marked up 5 
per cent a week ago along with a 10 
per cent advance in bit braces. 
Nails.—Nothing pricewise has _hap- 
pened in nails since last week, when 
cut were advanced 15 cents a keg. The 
supply situation is still very unsatis- 
factory. Mills outside New England 
cannot make shipments except on per- 
mits, and these are difficult to obtain. 
We are coming up to the opening of 
the building season with a smaller sup- 
ply of nails in jobbers’ hands than at 
any time since the war. Every whole- 
sale house has a very large supply of 
back orders, however. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.90 to $4 per keg, 
base from store; from mill, in less 
than carload lots, 93.25 per keg base, 
and in carload lots, $3 per keg base, 
f.o.b. Pittsburgh; cut nails, from 
store, $4.55 per keg base; direct ship- 
ments, in car lots, $3.60 per keg base, 
in less than car lots, $3.75; Tremont 
cut nails, in car lots, $4.10 per keg 
base, in less than car lots, $4.25, all 
car lot and less than car lots f.o.b. 
mill; galvanized cut, $8.15 from store; 
cement coated nails, from mill, in less 
than carloads, $3.75 per keg base, in 


carloads, $3.45; hard steel nails, from 
Toe. $8.10 per keg base, from factory, 


Paint.—The Di-Mel-Ine line of paints 
has been marked up 7! per cent. 
Papers.—The Bird line of roofing paper 
has been revised upward about 21 
per cent. The market for all kinds 
and makes of prepared papers is ex- 
ceedingly tight. Heavy shipments are 
going forward each day from jobbers’ 
stocks, and they in turn are press- 
ing manufacturers to speed up ship- 
ments. 


We 
stocks: 

Roofing Paper.—Bermico paper, 985 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $60 per ton from stock. 
Sheathing paper, direct factory ship- 
ment, $68.50 a ton. 


Pexto Goods.—Prices have been with- 
drawn on the Pexto line of goods, which 
is suggestive of an immediate advance. 
Screws. — On seemingly good au- 
thority it is stated that manufacturers 
of wood screws, if they did not do so 
this week, will shortly put into effect 
an increase in wages of employees. 
This is nothing more or less than what 
practically all employers of labor are 
doing. The local wholesale hardware 
trade say any advance in wood screw 
wages will be significant due to the ris- 
ing costs of raw material. For that 
reason an adjustment in list prices is 
quite generally anticipated locally. 
The demand for these and all other 
kinds of screws is all that could be de- 
sired, say the jobbers. Local whole- 
sale stocks are only fair at best. 


We quote’ from Boston jobbers’ 
stocks: 


quote from Boston jobbers 
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Wood Screws.—Flat head bright, 
77% and 5 per cent discount; flat 
head blued, and 5, plus 5 per 
cent discount; round head blued, 75 
and 5 per cent discount; flat head 
brass, 72 and 5 per cent discount; 
round head brass, 70 and 5 per cent 
discount; flat head galvanized, 62% 
and 5 per cent discount; flat head 
nickel and round head nickel, 65 and 
5 per cent discount. 

Machine Screws, etc. — Coach 
screws, 50 per cent discount; set 
screws, including headless, 50 and 10 
per cent discount; cap screws, square 
and hexagon, 50 and 10 per cent dis- 
count, flat head cap, 20 per cent dis- 
count, fillister cap, 33% per cent 
discount; lag screws, 40 per cent dis- 
count; iron machine screws, flat and 
round head, 60 per cent discount. 


Skates.—As anticipated, there has been 
an advance in ice skate prices by the 
manufacturers, and jobbers in quite a 
few instances are out with their new 
lists. The advance is a comparatively 
slight one, and does not, on the surface, 
appear in keeping with the apprecia- 
tion in material and labor costs during 
the past few months. So far as can 
be learned jobbers do not intend to 
change their prices on skating outfits, 
for the present at least. Jobbers, in 
one or two cases, claim to have taken 
business at the new skate prices. The 
roller skate situation has not changed. 
Goods are as scarce as ever; there is 
no indication they will be plentiful; de- 
mand is steadily increasing. 
We quote from Boston jobbers’ 
stocks: 
Ice Skates. — Boys’ key clamp 
skates, 85c. per pair for polished and 
$1.20 for nickeled. Girls’ key clamp, 
polished $1.10 a pair, nickeled, $1.40. 
Outfits. — Welt shoes, hardened 
skates, boys’ and girls’, $4.35 per out- 
fit and upward. 
Stoves.—Orders are beginning to flow 
into jobbing establishments for oil cook 
stoves. Individual orders usually are 
for lots of ten or a dozen, but the fea- 
ture of going business is the growing 
number of individual orders coming to 


77% 


light. 

We quote from Boston jobbers’ 
stocks: : . 

Air Tight Stoves.—Wheeling Carco, 
No. 418, $2.80 each; No. 421, $3.05 
each; No. 424, $3.30 and No. 427, 93.65 
each. 

Cook Stoves (Oil). — Florence line, 
2-burner, $11.40 each_ net; 3-burner, 


$14.70; 4-burmer, $17.75. 

Traps.—Notwithstanding manufactur- 
ers of game traps announced 1923 
prices about a month ago, report per- 
sists an advance of 10 per cent is in the 
making. So far as can be learned job- 
bers up to today had not received of- 
ficial notice to this effect. Retail deal- 
ers in some instances have placed or- 
ders for goods to be delivered next fall. 
The advance prices rumor possibly may 
have its foundation in salesmen’s talk. 
jobbers’ 


We quote from Boston 
stocks: ; A ; 
Blake Line.—With chain, No. 2, $2 
per doz.; No. 1, $2.35; No. 1%, $3.40; 
No. 2, $5.20; No. 3, $7; No. 4, $8 20. 
Kangaroo Line. — With chain, No. 
0, $1.89 per doz.; No. 1, $2.20; No. 
1%, $3.17; No. 2, $4.88; No. 3, $6.50; 
No. 1XX, $3.05; No. 2XX, $6.40; No. 
115, $2.26; No. 215, $3.66; No. 115X, 
$2.75; No. 215X, $4.88. 
Oneida Jump Line. — With Chain, 
No. 0, $1.98; No. 1, $2.20; No. 1%, 
93.17; No. 2, $4.88; No. 3, $6.59. 
Victor Line.—No. 0, $1.53; No. 1, 
$1.83; No. 1%, $2.75; No. 2, $3.60; 
No. 3, $6.10. 


Vises —Vises are among the few things 
in the hardware market that have not 
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advanced, consequently the rumor 
mongers are at work. Manufacturing 
costs most certainly have advanced, 
and higher prices would appear justi- 
fied, but manufacturers, so far as can 
be learned, have made no official an- 
nouncement regarding higher values. 
The demand for vises of all kinds is 
quite good, all things considered. 


We quote from Boston jobbers’ 
stocks: 


Vises. — Standard makes, list less 
334% per cent discount on those bench 
styles selling at $12 to $20. Com- 
bination bench and pipe, 25 per cent 
discount. 

Wire Cloth.—Bronze wire cloth in*50 
ft. rolls has been marked up 5 per cent 
by the jobbers. This advance is a 
somewhat belated one, manufacturers 
some time ago having revised their 
lists. 


Wrenches. — Stillson wrenches, in a 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 9. 

[N our last several reports we have 

made the statement that output of 
pig iron in March would be the heav- 
iest in many months, but we did not 
put it quite strong enough. — Official 
figures just given out show that the 
production of pig iron last month was 
the heaviest in any one month in the 
history of the pig iron trade in this 
country. The exact output was 3,531,- 
275 tons, the largest production in any 
previous month having been in Octo- 
ber, 1916, during wartime, when the 
production was 3,508,849 tons. This 
heavy and record breaking output gives 
in a forceful way a clear idea of the 
tremendous activity in the steel trade 
at this time, and which, from the pres- 
ent outlook, is likely to last over the 
remainder of this year. 

The figures on production of semi- 
finished steel in March will be out in 
a few days, and these will no doubt 
show that the production of semi-fin- 
ished steel, that is, billets, blooms and 
slabs, last month was the heaviest 
ever known. The difference in the steel 
situation today, and that of 1920 when 
the boom started, is that with record 
breaking production there is also rec- 
ord breaking consumption, as it is quite 
certain that practically all the steel 
that is being made is going into actual 
use as fast as it reaches the consumer. 
There has been almost an absence of 
speculative buying, and this is shown 
by the fact that heavy premiums are 
being paid daily on nearly all kinds of 
finished steel products, if the mill will 
agree to ship out promptly. 

In the cases of sheets and pipe, it 
is said, and is probably true, that pre- 
miums of $5 per ton or more have been 
paid for shipment in two to four weeks 
over what are regarded as regular 
prices. However, these heavy pre- 
miums in prices are likely to largely 
disappear before long, as the mills are 
sold up for months, while at the same 
time buyers are pretty well covered 
ahead for some time. This premium 
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jobbing way, heretofore quoted at 60 
and 5 per cent discount, are now 50 
and 10 per cent. Wrench prices other- 
wise have not changed. Higher job- 
bing quotations on Stillson tools are 
asked on revised manufacturers’ lists. 
The demand for wrenches appears to 
be on the increase, and for this time of 
the year is highly satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Knife and Steel Handie.—Coes, 6- 
in., $15 a dozen; 8-in., $18; 10-in., 
$22; 12-in., $28; 15-in., $38; 18-in., $48; 
21-in., $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84: Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches.—Stillson, Walworth 
and Trimo, 50 and 10 per cent off list. 

Miscellaneous. —-Drop Forged 
wrenches, 25 per cent discount; Wes- 
cott, 25 per cent discount; agricul- 
tural wrenches, 50 and 10 per cent off 
list. 


Wrought Steel Hardware.—The Stan- 


PITTSBURGH 


selling is largely confined to two or 
three mills that have for a long time 
pursued the policy of not selling very 
far ahead, in order to be in position to 
take advantage of premiums in prices 
in conditions like the present. When 
depression comes these same mills 
usually have little business, and in or- 
der to get it they quote under the reg- 
ular market prices. 

There were no important advances in 
prices of steel products during the past 
week, with the single exceptions of 
nuts, bolts and rivets and iron cut nails. 
The first named products were advanced 
about 10 per cent, while iron cut nails 
were put up 15 cents per keg by the 
Reading Iron Co., Reading, Pa. 

Operations of the blast furnaces and 
iron and steel works show no falling off. 
For the first time in the memory of the 
writer every blast furnace in the Pitts- 
burgh district, and there are fifty-nine 
of them, is in blast, and the chances 
are will be in blast for a long time to 
come. There is a total of 419 blast 
furnaces in this country, and of this 
number 283 are in blast. The idle fur- 
naces include a large number of small 
stacks that are badly located, and 
most of which will probably never go 
in operation again. The steel works, 
and this includes the steel plants of 
the Steel Corporation, are operating to 
more than 90 per cent of capacity, and 
are being put to the utmost to meet the 
heavy demand for their output. Even 
in former normal times, when steel 
works were running to 85 per cent, 
this was considered a good rate, but 
this percentage has been exceeded for 
some months. The pig iron markets 
as regards sales is quiet, as most con- 
sumers are covered ahead and are out 
of the market. Prices are steady, but 
not any higher. It is believed the peak 
in pig iron prices is here. 

The jobbing and retail hardware 
trade is not showing the intense activ- 
ity that prevails in the steel trade. Ror 
one thing, the weather has been against 
sales of seasonable goods, and this has 
cut down volume to considerable ex- 
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ley Works, New Britain, Conn., has 
advanced wrought steel hardware 
about 10 per cent, and jobbers han. 
dling this line have taken similar ac. 
tion. Butts, for instance, have ad. 
vanced 5 to 10 per cent, bolts 10 per 
cent, irons and mending plates 10 per 
cent, strap and T hinges 10 per cent 
and when packed with screws 20 per 
cent, and miscellaneous other things 
about 5 per cent. 


Zine.—Sheet zinc has established a 
new high altitude record pricewise dur- 
ing the past week. The advance this 
time is one of the stiffest noted in the 
long upward trend and brings stock in 
100-lb. lots up to a 12 cent basis. 


We quote from Boston jobbers’ 
stocks: 

Zinc.—In 600-lb. casks, 11.60c. per 
lb.; in 200-lb. casks, 11.75c.; in 100- 
‘ Ib. casks, 12c.; in less than case lots, 


12.50c. per Ib. 


tent. Slow deliveries by the railroads 
on wire goods, garden tools and other 
seasonable products is also keeping 
down sales to some extent. 

For some time the manufacturers 
have been advising their jobbers to 
limit purchases th actual needs, but 
there is evidence that this sound ad- 
vice has not been followed in all cases. 
This is proven by the fact that on April 
1 the manufacturers had more money 
accounts in arrears among the jobbers 
than they care to have, and this also 
indicates that some jobbers are carry- 
ing larger stocks of goods than the 
capital invested in their business war- 
rants. Jobbers report there is some 
slowing up in collections from their re- 
tail trade, and accounts are being more 
closely scanned than for a long time. 
As soon as the goods being carried in 
stock by both jobbers and retailers 
have been worked off to some extent, 
the collection situation will no doubt 
ease up. 

There were quite a number of ad- 
vances in prices on hardware goods 
that went into effect on April 2. 
Hinges and butts, some wire goods, 
cotton goods and products made from 
sheets were prominent in the higher 
prices that are now in effect. One large 
axe maker has put out new differen- 
tials that may involve slight advances, 
and another has withdrawn from the 
market, stating they are sold up on 
all the axes they can make up to next 
fall. Some makers advanced picks and 
mattocks about 10 per cent, but the ad- 
vance is not general as yet. Prices on 
some galvanized goods also advanced, 
due to the higher prices and scarcity in 
supply of galvanized sheets. An ad- 
vance in prices on steel pipe is looked 
for any day. The mills are sold up for 
two to three months, and say their costs 
are steadily getting higher. 

The whole hardware market is very 
firm in prices, with chances favoring 
advances on some lines of goods. 
Axes.—One maker is out of the mar- 
ket, having notified its trade to that 
effect, while another has issued a new 
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list of differentials that is said to con- 
tain some slight advances. Jobbers 
are pretty well covered, and the demand 
is mostly for small lots. Jobbers are 
suggesting to their trade to get their 
orders in for delivery next fall. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 
First grade, single bitted axes, 


handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
— $21 per doz.; unhandled, $18 per 
aoz, 


Automobile Accessories.—The demand 
is good for all kinds of accessories, 
and prices are ruling firm. Under date 
of April 2, the Empire Rubber & Tire 
Co., Trenton, N. J., announced an ad- 
vance of 10 per cent on tires and tubes, 
also on some other of its rubber prod- 
ucts. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 jacks, — 75; 
Reliable jacks, No. 1, $2.33; o. 2, 


$3.33, in lots of 12; Derf spark Wg 
‘6c. each for all sizes in lots less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 43c. 
each for over 100; Champion regular, 
53e. each for less than 100, all sizes; 
50c. each for over 100; Reliable 9 


No, 00, $1; No. 1, $1.25: Nos. 2 and 3 
75. 
Bolts and Nuts.—As predicted in our 


reports for several weeks past would 
be the case, prices on nuts, bolts and 
rivets have been advanced about 10 per 
cent, effective from April 2. The first 
local concern to make the advance was 
the Graham Bolt & Nut Co., and they 
were followed in a few days by the 
Pittsburgh Screw & Bolt Co. It is un- 
derstood that several Cleveland makers 
have also advanced prices. The higher 
costs of materials and labor are given 
as the reasons for the advance. For 
some time demand for nuts and bolts 
has been heavy, most consumers be- 
lieving an advance was certain to come, 
and sending in orders quite freely to 
get under cover. The demand from the 
car builders and automobile makers 
has been very heavy for some months, 
and these two classes of consumers are 
said to be covered over second quarter 
or longer. Makers say they are sold 
ahead for several months. Specifica- 
tions against contracts are heavy. 
There has not been much new buying 
at the advanced prices, as most con- 
sumers bought ahead before the ad- 
vance. The new discounts to the large 
trade are as follows: 


Machine bolts, small, rolled threads, 
50 per cent off list. Machine bolts, 
small, cut threads, 40 and 10 per cent 
oc list. Machine bolts, larger and 
longer, 40 and 10 per cent off list. 
Carriage bolts, % x 6 in.: Smaller 
and shorter, rolled threads, 45 per 
cent off list; cut threads, 40 per cent 
off list; longer and larger sizes, 40 
per cent off list. Lag bolts, 50 per 
cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 40 and 10 per cent off 
list; other style heads, 20 per cent 
extra. Machine bolts, c.p.c. and t. 
nuts, % x 4 in.: Smaller and shorter, 
35 and 5 per cent off list; larger and 
longer sizes, 35 and 5 per cent off list. 
Hot pressed square or hex. nuts, 
blank, $3 off list. Hot pressed nuts, 
tapped, $2.75 off list. C.p.c. and t. 
square or hex. nuts, blank, $3 off list. 
C.p.c. and t. square or hex. nuts, 
tapped, $2.75 off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 70 and 1 
per cent off list. Milled set screws, 
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Upset cap 


70 and 10 per cent off list. 
Upset set 


screws, 75 per cent off list. 
screws, 75 per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $3.25 to $3.50. 
Large boiler rivets, base, per 100 Ib., 
$3.35 to $3.60. Small rivets, 60 and 
10 to 60 and 5 off list. 


For small lots from stock jobbers 
charge the usual advances over the 
above prices. 

Brushes.—Nearly all makers have an- 
nounced an advance of about 10 per 
cent in prices. 
Belting.— The New York Leather 
Belting Co., New York, has announced 
an advance of 10 per cent in prices of 
canvas stitched belting. 
Cutlery.—The Columbian Cutlery Co., 
Reading, Pa., has announced an ad- 
vance of about 20 per cent in prices 
of table and pocket cutlery. 
Cut Nails.—Effective on April 2, the 
Reading Iron Co., Reading, Pa., made 
an advance of 15 cents per keg in prices 
of iron cut nails. This company now 
quotes iron cut nails at $3.40, base, per 
keg in carload lots and $3.50 in less 
than carload lots. There are few buy- 
ers any more of carloads of cut nails. 
Builders’ Hardware. — Effective from 
April 2, the McKinney Mfg. Co. of this 
city, the Stanley Works, New Britain, 
Conn., announced an advance of 10 per 
cent in prices of strap and T hinges 
and on wrought butts, while other 
items in builders’ hardware were ad- 
vanced from 5 to 10 per cent. The de- 
mand is reported as being heavy. 
Clipping Machines.—The bulk of the 
heavy demand is about over, and new 
orders are only fair and for small lots. 
Prices are firm. 

We quote from jobbers’ 

f.o.b. Pittsburgh, as follows: 


Stewart No. 1 ball bearing clipping 
machines, $10.75; No. 360 top plate, $1; 


stocks, 


No. 361 bottom plate, $1.50; dealer's 
discount 25 per cent. 

Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80, f.o.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount 25 
per cent. 

Chain.—Reports are that owing to 


the higher prices on rods and for la- 
bor, an advance on chain may come 
at any time. Jobbers are advising their 
trade to get their orders in early to 
take advantage of present prices, 
which are regarded as being low when 
compared with costs. Demand for chain 
for some time has been heavy, and 
prices are ruling very firm. At this 
writing, prices in large lots are rul- 
ing as follows: 








fe-in. M-in. fy-in. %-in. 
Proof .. $10.50 $9.50 $8.25 $7.00 
EP cosegs 11.50 10.50 9.25 8.00 
BBB - 12.00 11.00 9.75 8.50 
Ys g-in. ¥%-in. }}-in. 
Proof - $6.7 75 $7.00 
Dt vices 7.75 p 8.00 
BBB 8.25 ; 8.50 
j}-in. i i ‘ 1%-in. 
%4-in. @-in l-in. 1%-in. 
Proof $6. 75 $6.50 $6.25 45 
|) a 7.75 7.5 7.25 
BBB 8.25 8.00 7.75 
Extras: To be added to the price 
for size and quality desired. ; 
Fixxact sizes: fx-in. $2.25 ¥% -in. 
$1.25, fr-in. $1, %-in. 75c., yy-in. Tbe. 
per 100 lb Twist link, %,-in. to %-in. 
inclusive, 75¢c. per 100 lb. Bright coil 


chain, 50c. per 100 Ib. 
Ice Cream Freezers.—The new de- 
mand is still quite active, and prices 
are ruling firm. Local jobbers quote: 


“‘Shephard's Lightning,” 1-qt., $2.09; 
2-qt., $2.48; 3-qt., $3.39; 4-qt.. $3.60; 
6-qt., $4.50; 8-qt., $5.85. Blizzard 
treezers are quoted as follows: 1-qt., 
$1.94; 2-qt., $2.80: 3-qt., $2.93; 4-qt., 
$3.60; 6-qt., $4.16; 8-qt, $5.42 each. 
These prices are guaranteed against 
decline up to July 1 next. 
Ice Skates—Most makers have sent 
out their schedule of prices on _ ice 
skates for the 1923 season, and which 
show an average advance of 15 per 


cent over the 1922 prices. A good sea- 
son is looked for this year in ice skates, 
as ice skating has grown greatly in 
popularity in the last few years. 
Cotton Goods— The Bay State Mop 
Co., Woburn, Mass., has announced an 
advance in prices of mops owing to the 
higher prices for cotton, and also for 
labor. The Stanley H. Coffin Co., Bos- 
ton, has also advanced prices on cotton 
mops. The J. E. Frick Co., Philadel- 
phia, has announced an advance in 
prices on cotton mason chalk lines. 
Incubators and Brooders.—The heavy 
demand is now pretty well over, and 
this has been the biggest year in in- 
cubators and brooders that the hard- 
ware trade has had in a long time. On 
the few small orders that are now be- 
ing placed, local jobbers are still quot- 
ing 30 per cent off list. 

Iron and Steel Bars.—It is almost 
impossible to get soft steel bars for 
early delivery at any price. The mills 
are sold up for some months ahead, 
and warehouse stocks are badly de- 
pleted. It has been some years since 
the demand for iron and steel bars 
has been as heavy as in the last six 
months or more. There is also a very 
active demand for reinforcing bars for 
building purposes. Prices are very 
strong and premiums of as much as $5 
per ton or more have been paid over 
regular prices for early delivery. An 
advance in warehouse prices on steel 
bars, plates, shapes, steel bands and 
small shapes is certain to come in the 
near future. Local warehouses and 
jobbers are quoting for delivery from 
stock on small orders about as follows 


Three cents for steel bars, 3.10c. for 
structural*® shapes, 3.80c. for steel 
hoops and 4c. for steel bands. The 
market is very firm at these prices 
Common iron bars have been ad- 
vanced to the basis of 2.50c. at mill 
for large lots. 

Lanterns.—The demand has quieted 


down to some extent. -Prices are rul- 
ing firm in this market. 


Local jobbers carrying the Embury 


lanterns are quoting to the retail 
trade as follows: No. 210, $7.35 per 
doz.; No. 211, $9.30; No. 240, $11.65; 
No. 160. $11.65 ; No. 162, $12.80; No 
150, $7.95; No. 156, $16 50 per doz 

Lawn Mowers.—There promises to be 


a scarcity in the supply of lawn mow- 
ers this year, as the demand so far 
has been much larger than anticipated. 
Several makers of mowers say they 
are about sold out on all they can 
make this year, and are now turning 
away orders. Prices are very firm. 
Local jobbers are quoting ball bear- 
ing mowers: 14-in. at $7.50 to $11 
each: 16-in., $8 to $14; and 18-in., 
$8.50 to $15, prices depending entirely 
on the quality. 


Lawn Rakes. — Prices on 
wire lawn rakes have been advanced 
about 10 per cent by most makers. 
Local jobbers now quote these at $5 
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per doz., as against $4.50, the former 
price. 

Ingersoll Watches—The Waterbury 


Clock Co., Waterbury, Conn., has an- 
nounced an advance in prices on Inger- 
soll watches. Local jobbers now 
quote the Yankee at $1.17 each, and 
other grades in proportion. 

Galvanized Sprinkling Cans. — Ma- 
kers have advanced prices on galvan- 
ized sprinkling cans about 20 per cent, 
due to the much higher prices on 
galvanized sheets and also on labor 
costs. Local jobbers have advanced 
their prices to agree with the above, 
and now quote 6-qt. at $7.50 per doz., 
8-qt. $8.75 and 10-qt. $10 per doz. 
Jack Screws.— Most makers have 
advanced prices on jack screws about 
10 per cent, and report the demand as 
very active. Higher costs of raw ma- 
terials and labor are given as the rea- 
sons for the advance. 

Nails and Tacks.—The Wickwire- 
Spencer Steel Corporation has sent out 
new lists of differentials on small nails 
and tacks showing some advances in 
prices. 

Paints and Supplies.—A local house 
dealing in paints and supplies reports 
that its sales of paints in March were 
more than double in the same month 
last year. This promises to be the big- 
gest year the paint trade has ever 
known. Prices are very strong, and on 
some materials advances are looked for 
at any time. 


Jobbers quote from stocks about as 
follows: 
Linseed Oil.—Raw, bbl. lots, $1.15 


per gal.; 5-bbl. lots, $1.10 per gal. 
Linseed Oil.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. lots, $1.10 per gal. 
Turpentine.—In bbl., $1.64 per gal. 
Denatured Alicohol.—In bbl., 46c. 
per gal. 


White Lead.—100-lb. kegs, 14'4c. 
per Ib.; 50-lb. kegs, 14%c. per Ib.; 25- 


Ib. kegs, 14%c. per Ib.; 12%-lb. kegs, 
15e. per Ib. 
Dry Paste.—In bbl., 6%c. per Ib. 
Shellac (4-Ib. goods).—White, $4.25 


per gal.; orange, $4 per gal. 

English Venetian Red.—In_ bbl, 
$3.50 to $6.75 per 100 Ib. 

Mixed Paints.—In colors, $2.85 per 
gal.; white, $3.15 per gal. 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, April 7. 

|S en torners jobbers report one of 

the largest months in their history 
during March, and in fact, one large 
jobber reports that sales during the 
month were a record, greatly exceeding 
those of last June, which was the 
best previous month since the firm was 
organized many years ago. All in- 
dications point to even better business 
in April, as dealers are now enjoying 
a very large business, and most of 
them are not overburdened with stock, 
and are showing more inclination to 
extend their purchases over a period 
of three to four months, whereas in 
the past two years they have been 
maintaining a hand to mouth policy of 
buying. 

It is becoming more difficult to secure 
merchandise. Transportation troubles 
are being overcome, but the sold-up 
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Putty is 6c. per lb. in 100-lb. lots, 
kg in 25-lb. lots and 6c. in 124%- Ib. 
ots. 


Sad Iron Handles.—The W. G. How- 
ell Co., Geneva, IIl., announces an ad- 
vance in prices on Mrs. Pott’s sad iron 
handles. 

Spool and Coil Wire.— Some makers 
have advanced prices on light spool 
and coil wire about 10 per cent. 
Picks and Mattocks—The Warren 
Tool & Forge Co., Warren, Ohio, has 
announced an advance in prices on 
picks and mattocks. 

Pipe Fittings —The Kelly & Jones 
Co., Greensburg, Pa., and other makers 
have advanced prices on all lines of pipe 
fittings. 

Steel Pipe—The demand for all sizes 
of steel and iron pipe is as heavy as 
ever, and most mills are about out of 
the market as sellers, not caring to 
put any more orders on their books, 
as they know they cannot make the 
deliveries wanted. Stocks at mills and 
in warehouses are about . exhausted 
and orders for pipe in the local market 
would bring almost any price if a mill 
could be found that is in position to 
take them. The pipe market is shap- 
ing itself for an advance, and this may 
be made at any time. Costs are going 
up, there is a shortage in supply of 
labor and some leading pipe makers 
say an advance is imperative. Local 
jobbers are quoting to the small trade 
from stock about as follows: 


Black Galv. Black Galv. 
%....$3.27 rrr $6.99 $8.93 
%.... 3.15 1%.... 9.46 12.08 
%.... 3.15 $4.86 1%.... 11.81 14.44 
%.... 3.98 5.24 SRS 15.21 19.43 
%.... 4.86 6.31 2%.... 24.05 





Above prices per 100 ft., f.o.b. 
Pittsburgh. 

Stove Pipe and Elbows.—Makers of 
these products have advanced prices 
about 7'4 per cent over those in effect 
last year. This is largely due to the 
much higher prices and the scarcity in 
supply of black steel sheets. 


Wire Cloth.—There is no letup in the 
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condition of manufacturers, and their 
inability to secure raw materials, are 
causing grave apprehension as_ to 
whether there will be enough merchan- 
dise to go around. However, there is 
a very general impression that prices 
have about reached the peak, and, 
while it is admitted that there will be 
advances from time to time, the ex- 
pectation is that prices generally will 
remain about stationary at present 
levels, until the middle of the year at 
least. 

The general line continues to move, 
but a real bull card is afforded in the 
figures of the building commissioner 
of Cincinnati for March, which showed 
that the permits issued during the 
month were the greatest in value in 
the history of the city. This building 
activity consists principally of resi- 
dences, there being only one or two 
large mercantile establishments _ in- 
cluded. 
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heavy demand that has ruled for sey- 
eral months, but makers believe they 
will be able to supply this active de- 
mand, and that there will be no short- 
age in supply, but possibly delay in de- 
liveries. Prices are very firm, but un- 
changed. Local jobbers are quoting 
galvanized, after weaving, 50 per cent 
off list; galvanized, before weaving, 50 
and 10 per cent off list. List per bale 
of 150 ft. is as follows: 


Two-inch, 20 galvanized —12-in., 
S. ie RS in., za 08; 24-in., $3.92; 30- 
36- in., $5.35; 48-in., $7.13; 

60. ‘mnt = ‘91; 72-in., $1 6.69. One-inch 
20 galvanized — 12-in. -» $4.95; 18-in., 
$7.12; 24- =i. $9. 08; oe, $10.83; 


36-in., $12.38; 3 
$20 .63; 72-in. $24. 75. All the above 


prices. are strictly f.o.b. Pittsburgh. 

There has been an advance of 25 
cents per 100 sq. ft. in galvanized 
square mesh hardware cloth, also an 
advance of 50 cents per 100 sq. ft, in 
prices of bronze and copper wire cloth. 
Wheelbarrows.—There has been an ad- 
vance of about 10 per cent in prices 
on practically all makes of wheelbar- 
rows. 


Wire Products.—There is nothing new 
to report. Demand for wire nails and 
all grades of wire is away beyond the 
capacity of the mills to meet, and most 
of them are refusing to quote on new 
orders. There is an acute shortage in 
supply on all kinds of wire products. 
Local jobbers are quoting for small 
lots from store and warehouse about 
as follows: 


Wire nails, $3.20 to $3.25 base per 
keg; galvanized, 1 in. and longer, 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2: bright Bessemer and basic wire, 
$3.10 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.10; galvanized wire, 
$3.75; galvanized barbed wire, $3.80; 
polished fence staples, $3.75; painted 
barbed wire, $3.60; polished fence 
staples, $3.45; cement coated nails, 
per count keg, $3 to $3.10, these 
prices being subject to the usual ad- 
vance for the smaller trade, all f.o 
Pittsburgh, freight added to point of 
delivery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire 
fencing are 65 per cent off list. 


Spring goods are moving from 
dealers’ shelves in good volume, and 
kindred lines, such as house paints, mil! 
and factory supplies, are in very much 
better demand. Collections, too, show 
great improvement over the early part 
of March, and altogether it would seem 
that there are all grounds for optimism 
in the hardware trade, and none what- 
ever for pessimism, particularly with 
regard to the next few months. 

Price changes were not so numerous 
during the past two weeks. Jobbers 
are pursuing a very’ conservative 
course in advancing prices, and as a 
result some changes received from 
manufacturers, have not yet been put 
into effect. 


Alarm Clocks.—There is little change 
in the situation with regard to alarm 
clocks. Occasional shipments are being 
received, but not nearly enough clocks 
are coming through to meet the de- 
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mand, Prices are quoted subject to 
those in effect at date of shipment. 
Automobile Accessories.—March was a 
record month with jobbers, but April 
is expected to top even these figures. 
Prices are on the upward trend, the 
latest advances being in fenders and 
radiators. Tires generally have been 
advanced 10 per cent. At present there 
is a very strong demand for motor car 
finishes, and some interest is being 
shown in summer touring accessories. 
Builders’ Hardware.—March set a new 
record for the value of building per- 
mits issued in Cincinnati, and to date 
in April the indications are that the 
March figures will be exceeded. There 
is a very pressing demand for builders’ 
hardware of all kinds, and jobbers are 
having difficulty in taking care of it, 
what with poor shipments and trans- 
portaton delays. Prices generally are 
very strong, but no changes have been 
made recently. 


Butts—The McKinney Mfg. Co. has 
issued a new price list, effective April 
2, making some revisions in prices. 
Advances of 24%, to 10 per cent are 
made in butts. 

Bolts and Nuts.—Some advances have 
been made in prices following recent 
advances by manufacturers. Jobbers 
are pretty well supplied, but if the de- 
mand continues to improve at the rate 
shown in March, stocks will not last 
long. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 
45, 10 and 5 off; large sizes, 40, 10 and 
5 off; carriage bolts, small, 45 off: 
large, 40 off; stove bolts, 70 and 10 off; 
semi-finished nuts, +, and smaller, 
70 and 5 off; larger sizes, 70 off. 


Braces.—An advance of 5 per cent has 
been made in Millers Falls braces, and 
local jobbers have made corresponding 
changes in quotations. 

Clipping and Shearing Machines.— 
Sales have been good, and it is re- 
ported that prices will shortly be 
advanced. 


We quote from jobbers’ stocks, 
f.o.b. Cincinnati: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Cincinnati; pedestal 
type, $85. f.o.b. Cincinnati; dealers’ 
discount 25 per cent. 


Folding Rules.—Local jobbers have ad- 
vanced prices on folding rules 10 per 
cent, following a similar advance by 
manufacturers. 

Galvanized Ware.—The Witt Cornice 
Co., Cincinnati, has made a_ slight 
advance in prices on galvanized gar- 
bage cans and pails, and local jobbers 
have changed prices accordingly. The 


Office of HARDWARE AGE, 
$725 Colfax Ave. So., 
Minneapolis, Minn., April 7. 


UE to the unusually cold spring 

weather prevailing, sales of hard- 
ware have slowed up a little during the 
past week. This is believed to be only 
temporary, however, as there is a good 
volume of prospective business. The 
public usually waits until warm 
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demand is very good for galvanized 
ware of all kinds. 

We quote from Cincinnati jobbers’ 
stocks: Witt garbage cans with lids, 
No. 1, $3.75 each; No. 2, $4.35 each; 
No. 3, $5 each; Witt pails with lids, 
No. 7, $1.60 each; No. 8, 91.80 each; 
No. 9, $1.95 each. 

Lawn Mowers.—A little bit of warm 
weather is all that is required to turn 
the thoughts of the householder to the 
lawn mower, and it is expected that the 
demand this year will be the heaviest 
ever, At least, jobbers and dealers feel 
that way, and have laid in good sup- 
plies to meet it. Prices are very firm. 


We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium bearing, 14-in., 
$7.50 each; 16-in., $7.75 each; better 
grade, ball bearings, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing, 
16-in., 911.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 


Lanterns.—There is a very good de- 
mand for lanterns, both for early and 
future shipments. Prices are showing 
much strength, but no changes have 
been made recently. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 per 
doz.; Supreme, No. 240, $12.75 per 
doz.; 130 Midget Vehicle lanterns, red 
lens, iron clamp, enameled, B. E. 
lens, $17 per doz.; 160 Supreme, $12.75 
doz.; 100 Supreme Electric, $15 doz.; 
Monarch, $8 doz.; Monarch, ruby 
globe, $10 doz.; D-Lite, $13 doz.; 
Little Wizard, $8.50 doz.; Blizzard 
No. 2, 913 doz.; Blizzard, brass fount 
and top, $18 doz.; Buckeye Dash, $14 
doz.; Railroad No. 39, $15 doz. 

Nails.—Local jobbers have advanced 
prices on all nails 10 cents per keg. 
The demand is very heavy, but ship- 
ments are showing some improvement, 
and on some sizes, where an acute 
shortage existed some weeks ago, job- 
bers have been able to get some for 
stock purposes. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.40 per 
keg, base; cement coated nails, $2.90 
per keg, base. 

Ice Cream Freezers.—The demand for 
ice cream freezers is assuming pretty 
heavy proportions, with stocks in good 
shape to take care of it, at least for 
the time being. Prices show no change. 

We quote from Cincinnati jobbers’ 
stocks: New Standards, 2-qt., $12.50 
doz.; Arctic, 1-qt., $1.95 each; 2-qt., 
$2.20; 3-qt., $2.65; 4-qt., $3.20; Peer- 
less, 1-qt., $2 each; 2-qt., $2.35; 3-qt., 
$2.80; 4-qt., $3.40; White Mountain, 
1-qt., $2.30 each; 2-qt., $2.70; 3-qt., 
$3.15; 4-qt., $3.90. 

Paints and Oils.—The spring house- 
cleaning is getting into full swing, and 
the resultant demand for paints and 
finishes has kept both jobbers and deal- 
ers on the jump. The price tendency is 
upward, and both linseed oil and tur- 
pentine have advanced since last re- 
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weather before beginning construction 
of houses. 

Jobbing business continues to be very 
good, and jobbers express themselves 
very well pleased with the volume of 
business being obtained at this time. 
Sales of automobile accessories and 
supplies in a jobbing way are very 
good, and retail sales are picking up 
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port. No changes have been made in 
mixed paints, however. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.85 per gal.; linseed oil, in single 
barrels, $1.20 per gal.; turpentine, in 
single barrels, $1.61 per gal.; white 
and red lead, in 12%-lb. kegs, lic. 
per Ib. 

Poultry Netting.—It is said that some 
jobbers, fearing an over supply of net- 
ting, have been making a special con- 
cession to move it, but prices again 
are firm, as dealers are anticipating a 
big demand, and have bought liberally. 

We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 50 and 10 off; after 
weaving, 50 off. 

Rivets.—There is a good demand for 
rivets, and prices have been advanced 
slightly following recent advances by 
manufacturers. All sizes are now 
quoted by Cincinnati jobbers at 50 and 
10 off. 

Rope.—Improvement continues in the 
demand for rope. Price advances, ex- 
pected April 1, have not come through 
as yet. 

We quote from Cincinnati jobbers’ 
stocks: Best grades, manila, 18%c. 
per lb.; sisal, 12c. per Ib. 

Screws.—An advance of approximately 
10 per cent has been made in prices, 
following similar advances by manu- 
facturers. The demand is fairly heavy, 
and stocks are in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 65 off; brass, 
60 off: coach screws, 65 and 5 off: 
cap screws, 70 off; set screws, 75 off; 
wood screws, 80 and 15 off. 


Sash Cord and Sash Weights.—The de- 
mand continues strong, with prospects 
of further advances. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, sash cord, 75c. 
per lb.; medium grades, 45c. per Ib.; 
east iron sash weights, $2.75 per 
100 Ib. 


Wire Cloth—The demand for wire 
cloth is by no means satisfied, even 
though sales to date have been ex- 
tremely heavy. Prices are very strong. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, 91.95 
per 100 sq. ft.; opal, $2.50 per 100 
sq. ft.; bronze, $7.25 per 100 sq. ft. 


Wire (Plain).—Some jobbers have ad- 
vanced prices $2 per ton, but others 
are maintaining the old price of $3.30 
per 100 lb. There is a good demand 
for plain wire, with stocks in fair 
shape to meet it. 
Wheelbarrows.—Jobbers report a stren- 
uous demand for wheelbarrows, with 
prices showing further evidences of 
going higher. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


very rapidly. Manufacturing condi- 
tions still continue to show a steady 
improvement, and more business is ex- 
pected than for the past two years. 
Hardware dealers selling washing 
machines and vacuum cleaners report 
a nice volume of business getting under 
way, and much more in_ prospect. 
Every householder now recognizes the 
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desirability and need for these house- 
hold machines, and every home wired 
for electricity is a good prospect. 


Builders’ Hardware.—Sales of build- 
ers’ hardware are going along well, 
and an unusually large volume of busi- 
ness is in prospect. The main difficulty 
will be for the dealer to obtain suffi- 
cient stocks to meet the demand. Al- 
ready there is a serious shortage of 
many items. 


Axes.—Sales of axes remain of good 
volume for this season of the year. 
Prices remain firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade, 
single bit, base weight, $13.80 per 
doz.; double bit, $18.30 per doz. 

Brads.—Actual retail sales of brads 
are fair and are picking up rapidly. 
There is a very good demand on the 
part of the sash and door trade, and 
dealers in a position to supply them 
report a good volume of business. 
There have been no price changes. 


Bolts.—Because of the greatly improved 
manufacturng conditions, there is a 
very good demand for bolts of all kinds. 
Jobbers report difficulty in obtaining 
sufficient stocks. Prices are very firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts, 40-5 per cent; small 
and large machine bolts, 40-10 per 
cent; stove bolts, 70 per cent; lag 
screws, 50 per cent. 

Churns.—Sales of churns are of about 
the usual volume for this season, but 
are improving rapidly. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. 

Eaves Trough, Conductor Pipe and El- 
bows.—Jobbers report a very good vol- 
ume of business, and retailers that 
business is beginning to develop in a 
retail way. Because of the large 
amount of construction work in pros- 
pect, a heavy volume of summer busi- 
ness is anticipated. Prices remain un- 
changed. 

We quote 


from jobbers’ stocks, 


f.o.b. Twin Cities: Eaves trough, 
28 gage, lap joint, S. B. 5 in., $5 per 
100 ft.; 28 gage, 3 in., conductor pipe, 
$4.75 per 100 ft.; 3 in. conductor el- 
bows, $1.55 per doz. 
Files.—The demand for files is show- 
ing a steady improvement along with 
generally improved condtions in the 
manufacturing trades. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 60- 

5 per cent. 
Garden Tools.—Now is the time for 
the dealer to get his garden tools on 
display, both in the store and in win- 
dow. The spring season is sufficiently 


far advanced for the home gardener 


to begin to plan his garden, and actual 
sales should shortly develop. Prices 
continue firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade 
No. 2 shovels, $11 per doz.; good 
grade No. 2, $13.50 per doz.; garden 
spades, $11 to $13.50, according to 
grade; garden rakes, bow end, 14 
tooth, $10.50; 16 tooth, 911.35; wire 
} ny rakes, 20% in. wide, $5.75 per 
oz. 
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Hose.—Retail demand should develop 
within the next two or three weeks, 
and dealers would do well to get their 
stocks out where they can be seen. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Molded hose 
(non-kinkable) % in., 15c. per ft.: 
52 in., 144c. per ft.; % in. five ply 
wrapped hose, llc. per ft.; % in. com- 
netition cotton hose, 9%c. per ft. 
The above prices in full lengths. 
Cut lengths, 1c. higher. 

Lawn Mowers.—There is no retail de- 
mand as yet. Jobbers report some or- 
ders coming in from dealers who did 
not arrange for stocks earlier. No 
change in market prices has been 
noted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists; medium grade ball bearing 
mower, $8.35 to $9.50 each. 

Lanterns.—Sales of lanterns naturally 
decline somewhat as the days get 
longer, but there is still a fairly good 
demand. Prices remain as last re- 
corded. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, long 
or short globe, $13.50 per doz.; Em- 


bury lanterns, No. 210, $7.75 per doz.: 
No. 240, 130 
Midget vehicle 
doz. 


$12.75 per doz.; No. 
$17.00 


lanterns, per 
Milk Cans.—As the springtime is the 
season of heaviest milk supply, there 
is a very good demand for milk cans. 
There has been an advance in prices 
since the last report. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Five gallon rail- 
road, milk cans, $2.70 each; 8 gallon, 
$3.25 each; 10 gallon, $3.40 each. 

Nails.—Due to the large building ac- 
tivities, there is a very heavy demand 
for wire nails. This demand, together 
with a scarcity of merchandise, has re- 
sulted in a further advance in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard smooth 
wire nails. $4.00 base; cement coated 
nails, $3.50 base. 

Paper.—As_ construction work pro- 
gresses there is an increasing demand 
for building papers, and a very good 
volume of business is being done. 
Paper composition roofing is in good 
demand, and prices remain as last 
quoted. 


We quote from _iobbers’ stocks, 
f.0.b. Twin Cities: No. 2 tarred felt, 
$2.25 per cwt.: red rosin sheathing 
paper, $3.50 per cwt. 

Poultry Netting.—Retail demand for 
poultry netting is now beginning to 
show itself, and within the next two 
weeks a heavy volume of business will 
be under way. Prices remain sta- 
tionary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 

Sash Cord.—Most of the sales of sash 
cord at this time are for purposes of 
assuring the stock will be on hand 
when needed by the contractor. An 
unusually heavy demand is expected. 

We quote from jobbers’ 
f.o.b. Twin Cities: Best grade No. 

8 sash cord, 77c. per Ilb.: ordinary 

grades solid cotton sash cord, 61e. 
Sash Weights.—Sales of sash weights 
are increasing rapidly, but the bulk 


stocks, 
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of the demand is later in the building 
season. Prices remain as for some 
time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.25 
per cwt. 

Screen Doors and Window Screens.— 
Jobbers report a fairly good volume of 
business. There is no retail demand 
as yet. Prices remain as last quoted. 


We quote from jobbers' stocks, 
f.o.b. Twin Cities: Screen doors, com- 
mon, 2-8x6-8, $23.15 per doz.; fancy, 
$35.05 per doz.; Sherwood adjustable, 
24-in. window screens, $7.40 per doz.; 
— 24 in. extension, $6.50 per 

0Z. 


Screws.—Because of the large amount 
of construction work and generally im- 
proved manufacturing conditions, there 
is an unusually good demand for wood 
screws. Some difficulty is noted in get- 
ting sufficient stocks. Prices remain 
very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 
cent. 
Sheering and Clipping Machines.—Re- 
tail demand is rapidly improving as 
the spring season opens. Prices show 
no recent change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stewart No. 1 ball 
bearing a= sn $10.75; No. 
360 to late, : No. 361 bottom 
plate, $1.20 50; alee discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, 0, f.o.b. Chicago; pedestal 
type, $85, 'f.0.b. se dealer’s dis- 
count, 25 per cent, 

Solder.— The unsteady conditions in 
the solder market seem to have quieted 
down at least temporarily, as there has 
been no change for the past two weeks. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 34c. per Ib. 

Steel Sheets——The demand for steel 
sheets is becoming more active as build- 
ing and manufacturing conditions im- 
prove. A good volume of business is 
being done. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gage galvanized 
steel sheets, $6.25 per cwt.; 28 gage 
black sheets, $5.25 per cwt. 

Tin Plate.—Increasing activity in build- 
ing and manufacturing conditions is 
reflected in a better demand for tin 
plate. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, fur- 
nace coke, ICL, 20x28, $13.75 per box; 
roofing tin, IC, 20-28, 8 lb. coating, 
$13.50 per box. 

Transparent Baking Ware.—There is a 
very steady demand for transparent 
baking ware, which is becoming more 
popular each year. Prices remain as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Transparent bak- 
ing ware; casseroles, No. 101, $15.96 
per doz.; No. 197, $14.04 per doz.; pie 
plates, No. 202, $6 per doz.; No. 210, 
$8 per doz.; bread pans, No. 212, 
7.20 per doz.; utility pans, No. 231, 

8 per doz.; tea pots, 2-cup, No. 12, 
$20 per doz.; 4-cup, No. 24, $24 per 
doz.; 6-cup, No. 36, $28 per doz. 

Washers.—Demand for wrought steel 
washers is showing a steady gain, and 
a good volume of business is being 
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done. There has been no change in 
market prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
washers, % in., 96.90 per cwt.; 1 in. 
washers, $6.50 per cwt. 

Wheelbarrows.—There is at present a 
very good demand for wheelbarrows, 
especially such types as are used by 
contractors in construction work. 
Prices remain as for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wheelbarrows 


New England News Briefs 
The Stewart-Skinner Co., 17 Green 


Street, Worcester, Mass., manufactur- | 


ers of household and hardware special- 
ties, is voluntary going out of busi- 
ness. Equipment. in the company’s 
lant was sold at public auction, 
Thursday, April 5. 





A Massachusetts charter has been 
taken out by C. F. Bunker & Son, Inc., 
Boston, hardware and paints. The 
capitalization is $50,000. The incor- 
porators are: George F. Bunker, Rosa- 
lie H. Bunker and Morton E. Bunker, 
all of Boston. 





Decatur & Hopkins Co., 93 Berkeley 
Street, Boston, hardware jobbers, has 
issued a new automotive equipment 
and supply catalog, the third of its 
kind, for 1923. It has 130 pages and 
contains suggested resale prices on 
popular selling lines of merchandise. 

Contrary to newspaper reports, the 
Van-Bell Hardware Co., Framingham, 
Mass., did not suffer property damage 
by fire April 2. The comeety. formeér- 
yy was known as the Foley Hardware 

0. 


George A. Mayo, West Quincy, Mass., 
who has been in the hardware and 
stove business for the past thirty years, 
has sold his store and stock to J. E. 
Murphy. 


Feature Your Juvenile 
Customers 





All children love wheel toys, and the care } r ( 
| tion to the same, will aid materially in | tinuous years in the retail hardware 


children of movie stars are no excep- 


tion. Above is a picture of Wallace | 


uevecenuaavnneennsnnnen a nanitity 





Statement of the ownership, management, circulation, ete., required by 
the Act of Congress of August 24, 1912, of Harpware AGe, published 
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wood stave, fully bolted, $36 per doz.; 
No. 1 tubular steel wheelbarrows, 
$6.35 each; No. 1 garden, $5.60 each. 


Wire Cloth.—Retail demand for wire 
cloth will be under way within the next 
two weeks. Dealers who did not make 
early provision for their needs are find- 
ing some difficulty in obtaining a sup- 
ply. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth 


12 x 12 mesh, $2.10 per 100 sq. ft.; 
galvanized, $2.55 per 100 sq. ft. 





Reid, Jr., son of the late much loved 
movie actor, on his “American” veloci- 
pede. 

Dealers will find it well worth while 
to obtain pictures of children from 
prominent families using wheel toys 
sold in their stores. 


Wallace Reir, Jr. and his velocipede 


A window trim of the various toys, 
each accompanied with a photograph 
of this kind, and a card calling atten- 


building up wheel toy business. 
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Wire.—The demand for fabricated wire 
for concrete construction work is very 
good; sales of fencing are also begin- 
ning to show a steady improvement. 
There has been a further increase in 
prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80 rod spools, $3.62; 
galvanized cattle wire, $3.89; painted 
hog wire, $3.87; galvanized hog wire, 
$4.16 per spool; No. 9 smooth black 
annealed wire, $3.90 per cwt.: No. 9 
smooth galvanized annealed, $4.35 
per cwt., 


% 
“Red Devil-ry” an Interesting Pub- 
| lication 


The Smith & Hemenway Company, 

|Inc., 261 Broadway, New York City, 
|has recently begun to emphasize its 
products editorially. During March 
the first issue of “Red Devil-ry,” named 
after the firm’s line of “Red Devil” 
products, made its appearance. This 
twelve-page booklet, which is edited by 
Wallace R. Parnell, is intended for the 
perusal of the trade in general and is 
particularly intended to promote closer 
contact between the firm and its cus- 
tomers. 
_ The booklet is thoroughly interest- 
ing from cover to cover and contains a 
number of interesting articles on such 
subjects as “Making the Store Pay,” 
“The Psychology of Store Arrange- 
ment,” “How Do You Use Your Tools?” 
“It Pays to Be Courteous,” and other 
allied subjects of interest to the hard- 
ware dealer. Typographically the ap- 
pearance of “Red Devil-ry” is excellent 
and its illustrations and embellish- 
ments add greatly to its general effec- 
tiveness. 


Celebrates 50 
Retail Business 


Cossler Years in 


William Cogssler, senior member of 
the hardware firm of William Cossler 
& Son, located at South Main Street 
and Wabash Avenue, West End, Pitts- 
burgh, was recently tendered a recep- 
| tion in the Wést End Bank Building by 
| his employees, friends and business as- 
| sociates, the occasion marking fifty con- 





' trade just completed by Mr. Cossler. 


soso 











Elizabeth 8. Root, 2 


W. 67th St., New York City; G. E. 
141st St., New York, N. Y.; Velma 8. Stevens, 325 West End Ave., New 


Sly, 630 W. 


weekly at New York, N. Y., for April 1, 1923, State of New York, County York City; W. H. Taylor, Upper Montclair, N. J.; Everit B. Terhune, 


of New York, ss. 
county aforesaid, personally appeared B. 


sworn according to law, deposes and says that he is the Assistant Treasurer 
of the Iron Age Publishing Co., publisher Harpware AGE, and that the fol- 
lowing is, to the best of his knowledge and belief, a true statement of the 
ownership, management (and if a daily paper, the circulation), ete., of the : 
aforesaid publication for the date shown in the above caption, required by | = 
the Act of August 24, 1912, embodied in section 443, Postal Laws and Regu- 
lations, printed on the reverse of this form, to wit: 1. \ 
and addresses of the publisher, editor, managing editor, and business man- 
agers are: Publisher, Iron Age Publishing Co., 289 West 39th St., New York, 
N. Y.; Editor, Llew 8. Soule, 289 West 39th St., New York, N. Y.; Managing 
Editor, Llew 8. Soule, 239 West 39th St.; New York, N. Y. ; Business Man- 
ager, George H. Griffiths, 239 West 39th St., New York, N. Y. f 
owners are: (Give names and addresses of individual owners, or if a cor- 
Poration, give its name and the — oe bn a ns Pasian 

the al amount of stoc. n 8 8 
or holding 1 per cent or more of to | ee oat Unie Feb 
lishers Corporation, 241 West 39th St., New York, N. Y.; John C,. Ourtiss, 
London, England; Fritz J. Frank, Pleasantville, N. 


Corporation, 241 West 39th St., New York, N. Y. 


Before me, a notary public in and for the State and 
P. Beebe, who, having been duly Cal. 


Montclair, N. J.; Mabel M. Grids, Mester. N. 


W. 112th St., New York, N. Y.; J 
New York, N. Y.; 


. H. McGraw, Jr., 10th Ave. & 30th 8t., 
Elizabeth 8. Mekeel, Montclair, N. J.; A. C. Pearson, 
Upper Montclair, N. J.; Leila C. Pearson, Upper Montclair, N. J.; Chas. 


ville, N._Y.; 


That the pames 


2. That the 


; Geo. H. Griffiths, 
J.; W. H. Lindsay, 508 


G. Phillips, Upper Montclair, N. J.; Charles Swayne Phillips, Upper Mont- 


clair, N. J.; Publishers Securities Co., Montclair, N. J.; Jennie M. Phillips, 
Upper Montclair, N. J.; W. I. Ralph, 231 W. 89th St., New York. N. ¥. ; 
Bronxville, N. Y¥.; Olive Root, Bronxville, N. Y.3 Root 
Securities Corp., 239 W. 39th St., New York City: Winifred Root, 2 West 
7th St., New York City; Charles T. Root, 2 W. 67th St., New York City; 


Franklin T. Root, 


° George F. 
“ Winifred Root, New York City; Royal P. Root, New York City; 
Esther 8. Root, New York City; Waldo Root, New York City 
known bondholders, mortgagees, and other security holders owning or holding 
1 per cent or more of total amount of bonds, mortgages, or other securities 
are: there are none, 
pal A the names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and security holders as they 
appear upon the books 0 
holder or gute So 
or i y other fiduciary 
whens a trustee is acting, is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge and belief as to the 
cireumstances and conditions under which stockholders and security holders 
who do not appear upon the books of the. company as trustees, hold stock and 
securities in a capacity other than that of a bona fide owner; and this 
affiant has no reason to believe that any other person, association or cor- 
poration has any interest direct or indirect in the said stock, bonds, or other 
securities than a8 so stated by him. 


Boston, Mass.; M. J. Swetland, Trustee for Grace BD. Swetland, Redlands, 
Stockholders—Publishers Securities Co. ; 
End Ave., New York City; M. J. Swetland, Trustee for Grace BD. Swetland, 
Redlands, Cal.; Ruth 8. Kane, Montclair, N. J 
York, N. Y. Stockholders—Root Securities Corporation ; F. T. Root, Bronx- 


Velma 8S. Stevens, 325 West 
; Dorothy 8S. Johnson, New 
Root, Bronxville, N. Y.; Ralph Root, Brooklyn, 


8. That the 
so state.) None. 4. That the two paragraphs next 


f the company but also, in cases where the stock- 
appears upon the books of the company as trustee 
relation, the name of the person or corporation for 


E. P. BEEBD, Assistant Treasurer. 


Sworn to and subscribed before me this 31st day of March, 1923. 


(Seal) JULIA ©. H. ALLEN 


Notary Public New York County Clerk’s No, 61, Register’s No. 5006, 
My Commission expires March 80, 1925. 


we 
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United States. The general topic of 
the three-day business’ discussion 
planned by National Chamber officials 
is “Transportation,” and every aspect 
of that urgent problem will be over- 
hauled at the general meetings, but it 
will remain for the group session, such 
as that of the fabricated production 
group, to bring out the intimate, daily 
worries of manufacturers with their 
transportation problems. 

The second subject assigned to the 
manufacturing group meeting is ‘“Set- 
ting Up Quality Standards in Com- 
modity Production.” The subject has 
a direct relation, also, to transportation 
matters, and it has been increasingly 
of interest owing to the conferences 
on standardization which have been in 
progress in Washington, dealing with 
many lines. The Department of Com- 
merce has been working in cooperation 
with the National Chamber in this re- 
gard, and it is probable that the New 
York group session will reflect this 
work to some extent as definite prog- 
ress has been made. 


Studying Entire Transportation 
Problem 


There is now getting to work under 
the auspices of the National Chamber 
machinery to study the whole trans- 
portation question in detail through 
special committees which will ultimate- 
ly present their findings to the Trans- 
portation Conference commissioned to 
seek a common sense business solution 
of the matter which will be available 
before the new Congress convenes in 
Washington in December. One of these 
special committees is now dealing with 
the present railway rate structure, and 
representatives of the National Cham- 
ber in Washington have indicated that 
by the time of the Chamber’s annual 
meeting in New York some reports on 
progress of these studies may be made. 
If this proves true as to the rate-struc- 
ture study, it will afford the manufac- 
turers’ group opportunity to examine 
the findings in the light of the collec- 
tive experience of delegates and help 
toward sound conclusions by the Trans- 
portation Conference itself. 

Another question to which much at- 
tention has been given during the last 
year in manufacturing circles is ways 
and means of reducing factory costs 
through education of employees in fun- 
damental economics. It falls within 
the functions of the Fabricated Produc- 
tion Department of the National Cham- 
ter to keep in close touch with what 
another year of effort along this line 
by various manufacturers has accom- 
plished. For that reason the subject 
has been placed among the current in- 
dustrial problems which the manufac- 
turers’ group at» New York will con- 
sider for the mutual benefit of all 
plants. 

The campaign against “wasteful va- 
riety” in manufactured articles is now 
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actively afoot in nearly two score “in- 
dustries which turn out everything 
from coffins to carpet tacks, according 
to a bulletin just issued by the Fab- 
ricated Production Department of the 
National Chamber which is cooperat- 
ing with the Department of Commerce 
to minimize this form of industrial 
waste. Not only have the manufac- 
turers among themselves taken up the 
movement generally, but very real 
progress has been made in recent con- 
ferences at the Commerce Department. 

Standardization of woolen and wor- 
sted cloth in weight, shade and yard- 
age in bolt also has been under con- 
sideration at a recent conference of 
manufacturers here, while makers of 
metal laths, wood, tin or glass contain- 
ers, blankets, steel lockers, sash and 
door millwork and range boilers have 
also begun to explore the possibilities 
of reducing the variety of their output 
and thus reducing costs and prices. 
The initiative in any standardization 
determined upon rests with the indus- 
try itself, 


Will Appeal Mennen Decision 


The Federal Trade Commission has 
informally announced that it does not 
intend to take “lying down” the “lick- 
ing” recently administered to it by the 
United States Circuit Court of. Appeals, 
Second Circuit, in reversing the Com- 
mission’s order in the now famous Men- 
nen case. An appeal from the deci- 
sion of thé court is now being per- 
fected, and members of the Commission 
go so far as to express great confidence 
that the United States Supreme Court 
will overrule the Court of Appeals. 

The Commission appears to be of the 
opinion that quantity buying is the 
overshadowing consideration in deter- 
mining discounts or other price con- 
cessions. Apparently no member of 
the Commission ever heard of the ser- 
vice jobber until the Mennen case was 
developed before the Circuit Court of 
Appeals and is reluctant’to concede 
that the wholesales who finances 
his retail customers, carries compre- 
hensive stocks of merchandise at con- 
venient points and enables the retailer 
to buy larger assortments in absurdly 
small quantities, is entitled to any spe- 
cia] discounts from the manufacturers’ 
price, notwithstanding the fact but 
that for this service the manufacturer 
would be unable to market his goods 
or the retailer to purchase them. 

The liveliest interest is being mani- 
fested in the decision of the Commis- 
sion to carry this important case to 
the United States Supreme Court, and 
it is believed that, in addition to the 
Mennen Company, which was the only 
respondent to the Commission’s orig- 
inal complaint, all the national trade 
organizations that appeared in the 
Court of Appeals as amici curiae will 
take part in the proceedings in the 
United States Supreme Court. These 
include the National Hardware Asso- 
ciation, National Supply and Machn- 
ery Dealers’ Association, National 
Wholesale Jewelers’ 


Association, 
Reading matter continued on page 98 


April 12, 1923 


Wholesale Dry Goods Association and 
American Brush Manufacturers’ Aggo- 
ciation. 

With the return of the robin red- 
breasts to the White House lawn, the 
Federal Trade Commission has been 
aroused to renewed activity in its cam- 
paign to prevent the fixing of stand- 
ard prices. Unconsciously the Com- 
mission is thus playing into the hands 
of price maintenance advocates who are 
thus stimulated to get behind the move- 
ment to legalize the fixing of resale 
prices, which will be brought to a head 
soon after the new Congress meets, 

The latest victims of the Commission 
are several large corporations of na- 
tional reputation which are made re- 
spondents in formal complaints. A 
bulletin issued by the Commission thus 
describes its complaint against the pro- 
ducers of so-called Palm Beach cloth- 
ing: 

“Alleged enforcement of standard 
fixed prices, through cooperative means, 
for clothing made from ‘Palm Beach’ 
cloth, is challenged by the Federal 
Trade Commission in a recent com- 
plaint issued against the Goodall Wor- 
sted Co. of Sanford, Me. The concern 
manufactures Palm Beach cloth and in 
the citation is charged with fixing cer- 
‘tain specified minimum prices below 
which clothing made from their prod- 
uct should not Be sold. It is also al- 
leged that respondents, by the use 
of a so-called ‘license agreement,’ be- 
tween themselves and manufacturers 
of Palm Beach clothing, set the mini- 
mum prices at which such manufac- 
turers must sell such Palm Beach cloth- 
ing to jobbers or retailers. 

“It is further charged that the Good- 
all company, by refusal to sell to manu- 
facturers who do not agree to abide 
by respondents’ fixed prices and by va- 
rious other means, attempts to force 
the maintenance of their standard 
prices. The respondents’ price plan, 
the complaint states, restrains free 
competition among jobbers and whole- 
salers of Palm Beach clothing, which 
naturally is reflected in considerable 
degree in price competition to the ulti- 
mate consumer. Albert Rohaut, sell- 
ing agent for the Goodall company, 
is also named as a respondent in the 
complaint and will be allowed with the 
concern thirty days in which to answer 
the charges before a day is set for fur- 
ther hearing of the case.” 


Tobacco Companies Charged with 
Price-Fixing 


The Commission also charged some 
well-known tobacco companies with 
agreeing among themselves to fix and 
maintain standard resale prices at 
which tobacco products shall be sold. 
Complaints have been issued against 
the American Tobacco Co., the Scotten- 
Dillon Co., the Tobacco Products Corp., 
C. F. Adams, Harry E. Sloan and the 
Midwest Tobacco Jobbers’ Association, 
its officers and members. 

The Commission’s citation alleges 
maintenance of resale prices by con- 
spiracy and concerted agreement 10 
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Keep a copy of the 
McKinney Booklet tied 
to your counter. It be- 
comes a force in your 
day’s work. Your cus- 
tomers will find among 
the many illustrations of 
sliding-folding and 
around-the-corner doors, 
one that meets their needs. 
Your work in the sale 
consists of taking down 
the Complete Garage Set 
in its box from your shelf. 
Send for a copy of this 
book. 


The complete line of 
builders’ hardware, in- 
cluding hinges and butts, 
door hangers and track, 
door bolts and latches, 
‘window and screen hard- 
ware and wrought spe- 
cialties, is marked with 
the sign of quality— 
McKinney. 
McKINNEY 
MANUFACTURING CO. 
Pittsburgh, Pa. 


Western Office, Wrigley Bidg., Chicago 
Export Representation 
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Customer wants 
“Some Hardware for 
a garage door.” 






Dealer gets out his 
trusty McKinney 
Booklet. 


Customer finds exact- 
ly what he is looking 
or. 


The McKinney Com- 
plete Garage Door Set, 
packed complete in a 


box, is handed over 
by the dealer. 


P.M. 





EXIT the satisfied cus- 
tomer. ; 


P.M. 


McKINNEY 
Hinges and Butts 


the End 
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connection with tobacco products. 
Some of the methods used by respon- 
dents through the Midwest Tobacco 
Jobbers’ Association in the enforce- 
ment of fixed standard resale prices, it 
is charged, are (1) not to sell to deal- 
ers unless such dealers agree to resell 
at the respondents’ standard prices; 
(2) to refuse to sell to dealers who do 
not abide by respondents’ price list; 
(3) and to sell only to certain agreed 
upon sub-jobbers at sub-jobbers’ prices. 

Respondents Adams and_ Sloan, 
president and secretary of the Mis- 
souri-Kansas Wholesale Grocers, ac- 
cording to the complaint, encouraged 
and aided the respondents, and agreed, 
it is charged, to secure the cooperation 
of their association in the carrying 
out of their price-fixing plan. 

The Commission has issued a cease 
and desist order against the Music 
Publishers’ Association of the United 
States, and the National Association of 
Sheet Music Dealers of New York 
City, which requires the discontinuance 
of certain “unfair” methods of fixing 
and maintaining resale prices for 
musical publications. The Music Pub- 
lishers’ Association of the United 
States is composed of a number of 
music publishers throughout the 
United States, and the membership of 
the National Association of Sheet 
Music Dealers is made up of numerous 
retail music dealers. 

In the investigation of the case the 
Commission found that the two asso- 
ciations and their members entered into 
specific agreements which caused the 
public and the musical profession to 
pay greatly enhanced prices for sheet 
music. The Commission also found 
that as a result of cooperation among 
the respondents price competition in 
the sale of musical publications was 
largely eliminated. 

In compliance with the Commission’s 
order the respondents must therefore 
stop (1) combining and conspiring 
among themselves or with others to fix 
or increase the prices of musical pub- 
lications published or sold by them; 
(2) combining and conspiring among 
themselves or with others to maintain 
standard or fixed resale prices for 
musical publications; (3) using any 
other device or means whatsoever to 
accomplish either a general increase in 
the prices of musical publications, or 
the maintenance of fixed or standard 
resale prices for such publications. 


Why Not Include Uncle Sam? 


But while the Federal Trade Com- 
mission is thus pursuing a few cor- 
porations it appears that Uncle Sam 
is himself getting away with murder. 
Read this interesting bulletin which 
has just been issued by the Secretary 
of the Interior with the same com- 
placent chortle with which the Easter 
hen announces the laying of a new 
egg: 

“Storing of oil belonging to the Gov- 
ernment in tanks to prevent its sale at 
low prices has proved a success, the 
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Interior Department annodnced today. 

“A test made of 13,121 barrels of 
royalty oil accruing to the Government 
from public land leases that were ac- 
cumulated in storage prior to Jan. 1, 
1923, has been sold at $1.65 per barrel. 
Had the oil been disposed of at current 
prices at the time of production only 
an average price of $1 per barrel 
would have been received. 

“The Department of the Interior is 
outlining further plans for the storage 
of royalty oil when a fair price can 
not be obtained by its sale at market 
prices.” 

Now, of course, this announcement 
means that the United States Govern- 
ment with all the enormous power at 
its command—power far greater than 
that possessed by all the combined cor- 
porations of the United States—is 
planning to boost the price of crude oil 
and therefore the cost of kerosene to 
the hard-working farmer and of gaso- 
line to the 20,000,000 motorists oper- 
ating cars ranging from the second- 
hand “tin lizzie” up to the costliest 
imported limousine. If Mr. Rockefel- 
ler’s little corporation should attempt 
anything of the kind every instru- 
mentality of the Federal Government 
from the Department of Justice down 
to the scrub ladies of the Federal 
Trade Commission would be invoked to 
stop the high-handed conspiracy. 

It’s a queer world we live in, my 
masters. 


Some Interesting Census Figures 


The Department of Commerce an- 
nounces that, according to reports 
made to the Bureau of the Census, the 
value of products of establishments 
engaged primarily in the manufacture 
of cutlery and edge tools amounted to 
$49,341,000 in 1921 as compared with 
$66,630,000 in 1919, and $25,541,000 in 
1914, a decrease of 26 per cent from 
1919 to 1921, but an increase of 93 
per cent for the seven-year period, 
1914 to 1921. This industry includes 
the manufacture of table cutlery, 
pocket knives, razors, scissors, shears, 
augers, gimlets, chisels, planes, meat 
choppers, axes, hatchets, and imple- 
ments of a similar character. 

Of the 210 establishments reporting 
products valued at $5,000 or more in 
1921, forty-six were located in New 
York; forty-two in Massachusetts; 
twenty-five in Connecticut; twenty in 
Pennsylvania; nineteen in New Jersey; 
fifteen in Ohio; twelve in Illinois; four 
each in Indiana, Missouri, and Wis- 
consin; two each in California, Maine, 
Maryland, Michigan, New Hampshire, 
and Rhode Island; one each in Arkan.- 
sas, Iowa, Kentucky, Minnesota, Ten- 
nessee, Virginia and West Virginia. In 
March, the month of maximum employ- 
ment, 15,179 wage earners were re- 
ported and in July, the month of min- 
imum employment, 12,930—the min- 
imum representing 85 per cent of the 
maximum. The average number em- 
ployed during 1921 was 14,345 as com- 
pared with 19,859 in 1919. 
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' The value of the products of estab- 
lishments engaged primarily in the 
manufacture of saws amounted to 
$18,185,000 in 1921 as compared with 
$31,461,000 in 1919, and $12,517,000 in 
1914, a decrease of 42 per cent from 
1919 to 1921, but an increase of 45 per 
cent for the seven-year period, 1914 to 
1921. This industry includes estab- 
lishments manufacturing as their 
product of chief value all kinds of hand 
and power saws. 

Of the seventy-nine establishments 
reporting products valued at $5,000 or 
more in 1921, eleven each were located 
in Illinois and Pennsylvania; ten 
each in Massachusetts and New York; 
seven each in Michigan and Ohio; 
three in Connecticut; two each in Cali- 
fornia, Indiana, New Jersey, Oregon, 
Tennessee, and Washington; one each 
in Georgia, Iowa, Kentucky, Maryland, 
Mississippi, Missouri, New Hampshire, 
and Rhode Island. In January, the 
month of maximum employment, 4672 
wage earners were reported, and in 
July, the month of minimum employ- 
ment, 3160—the minimum representing 
68 per cent of the maximum. The 
average number employed during 1921 
was 3788 as compared with 5510 in 
1919 and 4560 in 1914. 


Production of Tin Declines 


The world’s production of tin in 1921 
was only 109,704 metric tons, the 
lowest annual output since about 1908 
and a decrease of about 16,000 tons 
from that in 1920, according to infor- 
mation now available in the Depart- 
ment of the Interior. Of this amount, 
the United States, the largest user of 
tin in the world, consuming in 1921 
more than a third of all the tin pro- 
duced in that year, obtained from its 
own deposit only four tons of tin, 
about three-one-thousandths of 1 per 
cent of the world’s output of primary 
tin in that year, or about one one- 
hundredth of 1 per cent of the new 
tin needed in this country. 

The United States is therefore 
absolutely dependent upon foreign 
sources of supply for a metal that is 
essential in times of peace and indis- 
pensable in times of war. The quanti- 
ties of tin produced from all sources 
in 1920 and 1921 are shown in an 
interesting table, prepared by B. L. 
Johnson of the Geological Survey, 
Interior Department. 

In 1921 nearly all (98% per cent) of 
the world’s production came from the 
British Empire, the Dutch East Indies, 
Bolivia, Siam and China. The out- 
standing feature of the world’s pro- 
duction of tin is the large proportion 
of it that is produced within the 
British Empire—44 per cent in 1921. 
The Dutch East Indies produced 25 
per cent, a notable increase in the face 
of adverse world conditions, and Bo- 
livia only 18 per cent, nearly 10,000 
tons less than in 1920. Siam and 
China each produced between 5 and 6 
per cent. 


Reading matter continued on page 100 
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FAST 


We have made some wonderful improve- 
ments on the famous Van Dusen Cake 
pan patterns, patents on which have ex- 
pired—and now offer the hardware trade 
a line of cake pans popularly priced and 
correctly made which has no equal for 
sales possibilities. If you want to put 
new life in your kitchen tinware line 
stock Vanity Cake pans now and feature 
them. 
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Round Deep Vanity 
Sizes 8% x 8% inches 
No, 182. Without tube 
No. 182T. With tube 




















Get Your Orders in Now for Prompt Delivery. 





Round Shallow 
Size 8% x 1% 


No. 184. 


Square and Oblong 
No, 185. 7% x7%x1% 
No. 186. 7% x«4%x3% 
No, 187. 9% 5% x3% 


With tube 


write us. 


EDWARD KATZINGER COMPANY 
910 W. WASHINGTON BLVD., CHICAGO, ILL. 


Buy Pane of Baclustve Pan Makers 


Van Dusen 
Patterns 
manufactured 
by Edward 
Katzinger 
Company 


Vanity Cake pans have the selling fea- 
tures which the housewife instantly 
recognizes. The raised bottom permits 
the knife to lie flat and cut the cake 
free evenly and smoothly. The slides 
are offset slightly to permit closer nest- 
ing. They fit snugly and prevent leak- 
age of batter; they operate easily. Stock 
Vanity Cake Pans for your holiday 
trade. 





THE BOTTOM i mareeo 


eavy ComBTaUC TION 
MARES FOR LONGER LiFe OF Pan 

















Slidex (Cake Pans sell 
like wildfire when dis- 
played. The _ cutting 


blades are thin, strong 
and properly beveled. 
They operate smoothly 
and easily and cut the 
eake free evenly. 


In Two Styles 
No. 091—9 x 9 x 1% 
No. 090—9” diameter 1” 

deep. 

Straight sides make trim- 

ming for feing unnecessary. 

Include Slidex in your Cake 
Pan Order. 





If your jobber can’t supply you, 











it 








Sonn Re lh St ate a 





HARDWARE AGE 





April 12, 1998 





NEW GOODS AND NOVELTIES | 


Products Being Placed on the Market by Hardware Manufacturers — 











Efficient Shock Absorber for Fords 


In addition to cushioning shocks, the 
Double Snub Snubbers, for Fords, made by 
the Disco Electric Mfg. Co., Detroit, Mich., 
are auxiliary spring snubbers, absorbing the 























rebound, which is always the source of more 
discomfort and damage than the downward 
shock. The spring-base rests freely on the 
leaf-spring of the car, allowing absolutely 
free action, which is essential to easy rid- 
ing. It does not crimp or bind the springs. 
At the downward shock, the slightest move- 
ment of the leaf-spring is instantly checked 
by the main spring of the snubber. On 
the rebound, the upward throw of the leaf- 
spring is caught and absorped by the auxil- 
iary spring of the snubber, instead of pass- 
ing, in full power, througn the car and 
tossing the passengers against the top. 
Thus the car is thoroughly cushioned 
against rebounds, sidesway, bumps and 
shocks. The principle, though new, is 
simple and performs efficiently. 


Electric Soapstone Warmer 


The C & S Electric Co. of Warren, Pa., 
has recently placed on the market a new 
idea in electric warmers. This new 
warmer is made of soapstone, size 6x10 
in. by 1% in. thick. A heating unit of 300 
watts has been embedded into the soap- 
stone and a regular flat iron connection 
provided, so that the cord and plug used 
on the ordinary iron will serve to heat this 


warmer. A washable bag encloses the 
soapstone and thus insures a neat ap- 
pearance. The warmer may be _ heated 
to the desired point in a few minutes, the 
cord and plug disconnected and the warm- 


er will retain this heat for unusually long 
periods; in fact, when used as a. bed 
warmer, the soapstone will, it is said, still 
be warm when taken out of the bed in the 
morning. The electric soapstone warmer 
can be used in many ways. It can be 
carried in automobiles, used either strapped 
to the back of the seat or as a foot warmer, 
or it may be used by truck drivers or on 
bus lines. It can be placed in the baby’s 
crib or used to keep him warm when out 
in his buggy. Hospitals, sanitariums, 
aviators, traffic officers and those who have 


in the cold will find the 
warmer a comfort. It can also be used as 
a food or plate warmer. It is light in 
weight, convenient to carry and has a 
wide range of usefulness. It is thoroughly 
portable and can be reheated wherever 
there is current. It is absolutely safe and 
cannot cause a fire and can be used without 
a cord and plug attached. 


to remain out 


Brackets for Effective Tool Displays 


Hager’s fork, shovel, rake and hoe 
brackets, made by John N. Hager, Fort 
Atkinson, Wis., are designed for effectively 
displaying sample stock with economy of 


space. The brackets are attached to the 
wall by three screws. The upper row is 
generally placed ten feet from the floor, 


the middle row seven feet, and the lower 
three feet, thus providing for tools with 
long, medium and short handles. In this 
way the articles are displayed to ad- 
vantage with a minimum of space. The 
brackets are simply and strongly made. 
The fork brackets will hold eight forks 
or shovels, both long and “D” handled. 
The rake and hoe brackets will also hold 





eight rakes or manure hooks, and the 
various articles may be easily and ex- 
peditiously removed for the purpose of dis- 
playing them to prospective customers. 


Fenders Prevent Damage from 


Rear-End Collisions 


Designed to protect the fenders of an 
automobile in the event of a rear end col- 
lision, the Fendagard, made by The Fenda- 
gard Corp., 138 Dwight Street, Springfield, 
Mass., may be easily installed in ten min- 
utes. The Fendagard is a strong and sim- 
ple device and said by the manufacturer to 
be sufficiently strong to withstand the strain 
of a 15-mile-an-hour collision without dam- 
age. The bumpers do not extend beyond 
the rear mudguards and consequently there 
is no likelihood of their causing trouble 
through ‘‘hooking’’ another car or of their 
catching when passing through the garage 
doors. 


Folding Ironing Board for the 
Young Folk 
The Perfection Junior Ironing Board, 


made by the Illinois Specialty Co., Tusco- 
la, Ill., is built precisely like the company’s 
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regular Perfection Ironing Board except- 
ing for its size. The board is folding, and 
like its predecessor may be set up or taken 
down within three seconds. It is very 
simply and sturdily constructed and does 
not wobble or creep when in use. The reg- 
ular full size Perfection Iron Board, made 
by the company, is perfectly rigid, opens 
and folds easily and occupies a small space 
when folded. It is claimed not to spring 
up and down, wabble, or to creep on the 
floor. It stands on tips of long legs when 
folded, which prevents the soiling of cover. 
The top is 5 ft. long and 15 in. wide and 
shaped so as to give a full 32 in. of un- 
obstructed board for pressing skirts. The 
supporting structure is bolted to the board 
and the four legs are securely swung and 
firmly braced with steel. All brace and 
cross pieces are of black enameled steel 
and claimed not to break or warp or to 
get out of order. 


Alligator Steel Belt Lacing in 
Handy Package 


The Flexible Steel Lacing Co., 4607 
Lexington Street, Chicago, Ill., has lately 
placed on the market a new “Handy 


Package,” of its alligator steel belt lacing 
in the most popular sizes, 15, 25, 27 and 
35, series No. “S.” Each of these pack- 
ages contains two 6-in. sets of lacing com- 
plete with hinge and gage pins, and are 
packed in cartons, each carton contain- 
ing ten packages of a single size. Each 
carton will contain a display card for 
counter or window display use. The idea 
in this small package is not to supplant 
but rather to supplement the regular 
package, enabling the dealer to supply in 
a small unit an outfit complete in all 
essentials for making a hinge joint. This 
will appeal particularly to those using 
only a few belts and to the larger belt 
users who want to test out the merits 
of Alligator Steel Belt Lacing before 
buying a quantity such as is contained in 
the standard package. 


Reading matter continued on page 102’ 
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Most Complete 
Book on the 
Subject Ever 

Issued 






\ 
This Book § 
Should Be 
Inthe _ 
Hands of 


This complete catalog of Fire Doors and Fire 
Door Hardware is just off the press. Profusely 





Aggressive illustrated and filled from cover to cover with 
valuable information and suggestions for fire pre- 
Hardware vention systems. A copy sent free to every dealer 
Dealers who requests it on his business letterhead. Ask for 
A-25. 
New York Chicago 
Boston ° 0. Minneapolis 
Philadelphia A Hanger tor any Door that Slides.” Omaha 
Cleveland “a Kansas City 
lndianapelic AURORA, ILLINOIS,U.S.A. lee Angeles 
St. Louis San Francisco 


RICHARDS-WILCOX CANADIAN CO. If 
705 Winnipeg ; LONDON, ONT. Montreal 
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Notes of the Retail Hardware Trade 














WILBURTON, OKLA.—The J. F. Wal- 
lace Hardware & Lumber has opened 
a store here. 

YONCALLA, OrE.—The firm of Stearns 
& Chenoweth is closing out its stock. 
The concern was established in 1904. 

BRIDGEVILLE, PA.—H. Poellot’s Sons, 
512 Washington Avenue, have recent- 
ly suffered a fire loss. The damage was 
covered by insurance. 

Knox, Pa.—Brown & Rowe have 
opened a store here with a complete 
line of hardware and request catalogs 
on a line of shelf and heavy hardware, 
stoves and ranges, both gas and coal, 
builders’ hardware, oil well supplies, 
ete. 

LEBANON, S. D.—Everett Robinson 
now owns the stock of C. E. Bjornson. 


He requests catalogs on a line of har- - 


ness and implements. 

MITCHELL, S. D.—R. C. Paines has 
sold his interest in the Peterson Hard- 
ware Co. to Matthew Thune. 

VIENNA, S. D.—The Central Hard- 
ware has established itself in business 
here. Its stock consists of automobile 
accessories, automobile tires, builders’ 
hardware, clocks and watches, cutlery, 
dairy supplies, electrical supplies, flash- 
lights, fountain pens, fishing tackle, 
furnaces, gasoline, gasoline engines, 
glass, guns and ammunition, ham- 
mocks and swings, harness, heavy hard- 
ware, incubators, insecticides, mechan- 
ics’ tools, mill supplies, oils and greases, 
paints, oils and varnishes, plumbing 
department, pumps, rope and twine, 
seeds and fertilizers, silverware, sport- 
ing goods, stoves and ranges, tin shop 
and washing machines. Catalogs re- 
quested. 

SAN ANGELO, Tex.—Fred Williams 
has sold his hardware and sporting 
goods stock to the San Angelo Hard- 
ware Co. 

LYMAN, WasH.—Alfred Hansen has 
sold his stock to F. L. Bassett. 

Essex JUNCTION, Vt.—The Baker- 
Huntley Co., successor to the R. O. 
Mudgett Co., requests catalogs on au- 
tomobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
builders’ hardware, building paper, 
clocks and watches, cutlery, dairy sup- 
plies, flashlights, fishing tackle, gaso- 
line, glass, guns and ammunition, in- 
secticides, housefurnishings, oils and 
greases, paints, oils and varnishes, 
plumbing department, prepared roofing, 
pumps, rope and twine, seeds, shoe 
findings, sporting goods, stoves and 
ranges, tin shop and washing machines. 

WEIRTON, W. VAa.—The Andrews & 
Campbell Hardware Co. has commenced 
business here with a complete stock of 
bathroom fixtures, builders’ hardware, 
building paper, clocks and watches, 
crockery and glassware, cutlery, elec- 
trical specialties, electrical supplies, 
flashlights, fountain pens, garage hard- 
ware, glass, guns and ammunition, me- 
chanics’ tools, paints, oils and varnishes, 
plumbing department, poultry supplies, 
pumps, refrigerators, rope and twine, 
silverware, stoves and ranges, tin shop 
and washing machines. 

RACINE, Wis.—The Lincoln Hard- 


ware Co., wholesaler and retailer, is 
now occupying its new store building 
at 1817-1819 State Street. A line of 
belting, washing machines and stoves 
and ranges has been added. Catalogs 
requested on automobile accessories, au- 
tomobile tires, auto storage batteries, 
bathroom fixtures, bicycles, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, electrical special- 
ties, electrical supplies, flashlights, fish- 
ing tackle, furnaces, garage hardware, 
glass, guns and ammunition, ham- 
mocks, and swings, heavy hardware, 
housefurnishings, linoleum and _ oil- 
cloth, marine hardware, mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, plumbing 
department, poultry supplies, prepared 
roofing, pumps, refrigerators, rope and 
twine, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games and washing machines. 

WestTsy, Wis.—Nerison & Flugstad 
will erect an addition to their store 
building. 

THERMOPOLIS, Wyo.—John C. Dan- 
ielson is the new owner of the stock of 
Danielson & Rahpun. He will continue 
business as the Thermopolis Hardware. 

Fort SmitH, ARK.—The R. B. David 
Co., successor to the Mansfield Hard- 
ware Co., has been incorporated with 
a capital of $50,000 to deal in hard- 
ware and furniture. 

StuTTcart, ARK.—Hoerels & Mustin 
have commenced business here, deal- 
ing in the following, on which catalogs 
are requested: bicycles, clocks and 
watches, crockery and glassware, cut- 
lery, electrical specialties, flashlights, 
fountain pens, fishing tackle, glass, 
guns and ammunition, hammocks and 
swings, luggage (trunks, handbags), 
paints, oils and varnishes, picnic equip- 
ment, silverware, sporting goods, toys 
and games and wall paper. 

DENVER, CoLt.—The Weston-Hansen, 
Inc., 4837 Seventeenth Street, is suc- 
cessor to A. S. Carter, Inc. The busi- 
ness is both wholesale and retail. 

MACCLENNY, FLA.—The Macclenny 
Hardware & Furniture Co. has been 
incorporated with a capital of $5,000 
by F. C. Semmes as president. and W. 
L. Mathews. secretary and treasurer. 

Hoopeston. ILu.—The A. H. Camp- 
bell Co., 217 Bank Street, in the imple- 
ment business here, has added a hard- 
ware stock. 

DANVILLE, IND.— The West Side 
Hardware Co. has succeeded to the 
business of Conn & Holtsclaw. The 
new owner has increased its stock with 
a line of builders’ hardware. 

GOSHEN, IND.—The Hawks Hard- 
ware Co. and the Kauffman Hardware 
Co. will consolidate under the name 
of the Hawks Kauffman Hardware Co. 

PORTLAND, IND.—Earl] Reitenour has 
started in business here, and requests 
catalogs on implements, engines and 
repairs. 

CEDAR FALLS, IowA.—Gasol Bros. Co. 
is adding a line of hardware to its 
electrical stock. 

MONTICELLO, Iowa.—Ben C. Roberts 


has purchased an interest in the Cross 
Hardware Co., and his stock of elec- 
trical and radio goods will be consoli- 
dated with the hardware line of the 
Cross Hardware Co. The name of the 
corporation will remain unchanged. 

MAPLE LAKE, MINN.—William Elsen- 
peter, who was a member of the firm 
of Elsenpeter Bros., has sold his in- 
terest to the Elsenpeter Hardware Co. 

WayNeEssorRO, Miss.—The ‘Waynes- 
boro Hardware Co. has erected an ad- 
dition to its store and enlarged its 
stock. 

WELLSVILLE, Mo.—The R. Y. Smith 
Hardware & Implement Co. has been 
incorporated with a capital of $8,800 
to deal in a line of general hardware 
and implements. 

East Aurora, N. Y.—The East 
Aurora Hardware Co., Inc., 615 Main 
Street, has been incorporated to deal 
in automobile tires, barn equipment, 
bathroom fixtures, bicycles, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, electrical supplies, 
flashlights, fishing tackle, furnaces, ga- 
rage hardware, gasoline, glass, guns 
and ammunition, heavy hardware, in- 
cubators, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
picnic equipment, plumbing depart- 
ment, prepared roofing, pumps, re- 
frigerators, rope and twine, shoe find- 
ings, sporting goods, stoves and 
ranges, tin shop and washing ma- 
chines. The capital stock is $50,000, 
and H. G. Henshaw and others are the 
incorporators. 

Nunpa, N. Y.—The Nunda Hard- 
ware & Lumber Co., Inc., has been in- 
corporated by G. D. Nelson and others 
to conduct both a wholesale and retail 
business. The capital is $25,000. 

WATERLOO, N. Y.—Pinckney, Hadley 
& Co., Inc., has succeeded to the busi- 
ness of the Charles V. Webster Es- 
tate. New show cases have been in- 
stalled and the stock rearranged. Cata- 
logs requested on a general line of 
hardware. 

CHAGRIN Fats, On1I0.—B. Arthur 
has acquired the interest of W. A. Har- 
ris in the Stoneman Hardware Co. 

Martow, OxitA.—The T. T. Eason 
Hardware Co., successor to T. T. Eason, 
has been incorporated to wholesale and 
retail the following: automobile acces- 
sories, automobile tires, barn equip- 
ment. bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, clocks 
and watches, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical specialties, electrical supplies, 
flashlights, fishing tackle, garage hard- 
ware, gasoline engines, glass, guns and 
ammunition, hammocks and_ swings, 
harness, heavy hardware, incubators, 
insecticides, oils and greases, paints, 
oils and varnishes, picnic equipment, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
rope and twine, seeds and fertilizers, 
shoe findings, silverware, sporting 
goods, stoves and ranges, tin shop, toys 
and games and washing machines. The 
zapital stock is $50,000. 

















